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A Few Policy 


Contracts 
Endowment at Age Sixty-Five. 
20 payment 
Centinuous Premiums 
Multiple Option (Coupon Pol- 
icy). 
Central Life 
dinary Life 
Modified Ordinary Life. 
Modified Term Expectancy. 
Continuous Monthly Instalment. 
Guaranteed Retirement Income 
at ages 55-60-65. 
Juvenile Twenty Pay Endow- 
ment at Age Eighty-five. 
Juvenile Endowments maturing 
at any specified ages between 
sixteen and twenty-one. 

Five Year Term With Automatic 
Conversion to Ordinary Life. 
All regular Policy forms written 
in addition to above special 

policies. 


Select Risk Or- 


Location 

The Home Office of the Central 
Life is located in the Central Life 
Building at 720 North Michigan 
Avenue, Chicago, occupying five 
floors of a sixteen story building 
owned without incumbrance by 
the Company. 


Our Central location enables us 
to serve promptly all territories. 


Affiliations 

OUR PROGRESSIVENESS is 
manifested through our active 
participation with co-operative 
groups interested in the modern 
trend of Life Insurance. The 
Company or its officers are mem- 
bers of the following: 
Life Presidents’ Association 
Life Insurance Sales Research 

Bureau 
Life Agency Officers Association 
American Life Convention 

a. Medical Section 

b. 1 Section 

c. Office Management Section 
American Institute of Actuaries 
Actuarial Society of America 
Associatien of Life Underwriters 
Life Office Methods Association 
Life Office Management 

Association 


Clubs and Contests 
The One Hundred Thousand 
Dollar Club—the Aristocracy of 
the Central Life. 


The Marathon Club—The App- 
a-Week Producers of the Com- 
pany. The Company believes in 
eccasional Contests so arranged 
that large and small producers 
alike can win. 











CENTRAL LIFE 
INSURANCE 
COMPANY 
OF ILLINOIS 
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ALFRED MacARTHUR : President 
R. E. IRISH : : : : Vice President 


HE Central Life Insurance Company 

is agency-minded. Aggressive field 
trained executives with years of actual 
experience behind them direct this 
twenty -two- year-old organization. 


The remarkable strides in growth taken 
by this Old Line Legal Reserve Company 
are attributed largely to the harmony 
existing between the Home Office and 
the field. 
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Underwriting 
Facilities 


Participating Life Insurance. 


Non-Participating Life Insur- 
ance. 
Annuities—immediate and de- 
ferred. 


All Non-Participating policies 
participate when paid up. 

A broad selection of policy con- 
tracts. 

Policy contracts free from restric- 
tions. 

Policy contracts free from tech- 
nicalities. 

Cash value available at the end of 
second year. 

Automatic premium loan privi- 
lege keeps business in force. 

Juvenile policies. 
Issued from birth. 
Full benefits at age five. 
Settlement options unbeatable. 

Age limits one day to sixty-five. 

Non-Medical business up to three 
thousand dollars. 

Excess interest paid on funds left 
with the company. 


Agency Contract 


Liberal First Year Commissions. 

Non-forfeitable renewals. 

All contracts direct with com- 
pany. 

Home Office Agency. 

Service Department. 


You Can Meet Com- 
petition With These 
Strong Contracts 


Special Select Risk, 

Ordinary Life Non-Participating 
Rate Age 35—19.71 

Modified Term Expectancy 
Rate Age 35—14.03 

A special 31 year term policy 

with cash, loan, paid-up and ex- 

tended insurance values, conver- 

sion privilege without examina- 

tion within 26 years. 


Educational 
Department 


A thorough training course for 
the new man. 

Group meetings held at intervals 
at the various Agencies. 

Definite training for Agency 
Managers. 
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Vigilant Watchmen UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
HOME OFFICE ing basis. 





Tncome-selling, not so long ago almost new 
in life insurance, has generally become the basic 
sales appeal in domestic service. And one wonders 
how the business could have for so many decades 
chiefly sold chunks of life insurance, large and 
small, instead of entering the homes of the people 
with an income to take its place in the family 
budget. In almost every financial and mechanical 
service there has been improvement that ministers 
to comfort, safety, and happiness. Life insurance 
is not a whit behind other social servants. For its 
vigilant watchmen from time to time discern new 














Just glance over this list: 


needs as they arrive, and its actuaries supply the Participating Policies for Women Modified Life 
adequate contractual devices. Non-Participating  Child’s Educational Low Cost Term 
° Sub-Standard Juvenile Policies Double Indemnity 
To uncover an income need, and adequately to Preferred Rick 6%, Guaranteed Disability Income 
meet it is one of the chief functions of the life un- Pay-Roll Deduction Income Premium Waiver 
derwriter. To aid him in his work the companies Monthly Premium Life Income Retirement 


Age Limits: Income 


are constantly devising new and better material, 
1 Day to 65 Years 


all looking toward an easier bringing of the thumb 


d index fi to the dotted line. . ‘ 
a ” — Ask for further information 


| JEFFERSON STANDARD 
ehitiasciacunanae: LIFE INSURANCE COMPANY 









































THE PENN Mutual LIFE INSURANCE Co. Jurtan Price GREENSBORO 
PHILADELPHIA President North Carolina 
Founded 1847 Independence Square MORE THAN 370 MILLIONS IN FORCE 
W. L. MOODY, JR. Ww. L. MOODY, Ill W. J. SHAW 
President Vice-President Secretary 
SHEARN MOODY J. B. MILLS 
Vice-President Asst. Vice President 





AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: Up-to-Date Accident Insurance 
ALVESTON, TEXAS ' 
7 For Your Clients 


Assets $43,535,337.85 The kind of accidents we have today 











Surplus 6,100,953.69 and our way of living mean recourse to 
hospitals, services of specialists, profes- 
We Have Openings for Live Men in sional nursing, etc. 
Kansas Minnesota Texas = : h ; 
coaene cae Coretine West Virginia ro prevent the resulting financial set- 
ichigen South Covetine back, our new contracts pay all ex- 
Under Direct Home Office Contracts penses up to 10% of the principal sum 
besides the usual benefits for loss of life, 
ORDINARY—INDUSTRIAL limbs or sight, etc. Either disability or 
GROUP—HEALTH AND ACCIDENT principal sum benefit may be omitted. 
Up to ieee Biot Soe ond ewes a= ee Rates surprisingly low. Inquire of 
Premium Plans Offering New and Attractive Features. our local office. 
If Interested Address : 
: Connecticut General 
AMERICAN NATIONAL INSURANCE CO. te Bees Pca 


GALVESTON, TEXAS Hartford, Conn. 
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« « « « IN 
ANTICIPATION 
OF TODAY’S 
NEEDS AND 
TOMORROW'S 
PROSPERITY 








. new policy has been es- 


pecially designed to meet the ur- 
gent needs of business men during 
the present period of financial 


stress. 


Through its low premiums it, 
enables them to secure maxi- 
mum protection for a minimum 
deposit, to hedge immediately 
upon market losses, estate de- 
preciation, or outstanding obli- 


gations. 


Through its flexible provisions, 
it also enables them to anticipate 
the return of prosperity. They 
can lay the foundations of larger 
insurance estates at once and 
later, at their convenience and 
discretion, they can build the 


permanent structures. 


This new policy has already 
been approved by a majority 
of the States and is now avail- 
able to clients of our own men 
or of those who hold Phoenix 


Mutual surplus line contracts. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 
OF HARTFORD; CONNECTICUT 
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Disability Issue 
Shown by Figures 





Evidence That This Feature Will 
Appreciably Affect 1932 
Dividends 





DECREASE IN SURPLUS 





Compare Loss in Surplus in 1930 Due 
to Liability and 1930 
Dividends 


By R. B. MITCHELL 

NEW YORK, May 14.—Predictions 
that disability experience will be a con- 
siderable factor in reductions in many 
1932 dividend scales is strikingly sup- 
ported by the tabulation appearing upon 
page 5 of this issue taken from annual 
statements of companies admitted to do 
business in New York. The aggregate 
decrease in surplus in 1930 on account 
of disability business reached a total ap- 
proximately twice that of any previous 
years. Figures for the four previous 
vears are: 1926, $18,123,991, 1927, $20,- 
533,480, 1928, $18,013,385, 1929, $21,802,- 
069. 

Explanation of Tabulation 


Figures in the first column are the 
reserves on disability computed for most 
of the companies. Each item repre- 
sents a total of four components; (1) 
reserve on active lives; (2) reserve on 
disabled lives; (3) reserve for claims in- 
curred but not paid; and (4) reserve for 
claims entered but not yet paid. This 
amount is chiefly interesting as an in- 
dication of the volume of reserves neces- 
sary in the writing of disability business 
as any comparison between companies, 
even if it takes the relative size of the 
latter into account, will be misleading 
unless it also takes into consideration 
the length of time each company has 
been writing this line and how much 
of the business is on the books. Con- 
sideration must also be given to the dif- 
ferent methods in use by various com- 
panies in determining what constitutes 
an adequate reserve. 

Because of the New York depart- 
ment’s inquiry as to what mutual com- 
panies are doing to correct the inequity 
resulting from disability and non-dis- 
ability policy holders suffering the same 
reduction in dividends because of this 
bad experience, the most interesting 
comparison is that between the loss in 
surplus in 1930 due to disability business 
and the dividends paid to policyholders 
in 1930. Where experience has indi- 
cated that premiums were too low for 
the benefits guaranteed in the contract 
it has been necessary to bolster up the 
reserves by dipping into the surplus 
and this obviously affects dividends paid 
to policyholders (and stockholders, in 
the case of stock companies), either im- 
mediately or in the long run. 

It is contended by some that non- 

(CONTINUED ON PAGE 10) 


|[Mutual Benefit Life Is 


Reducing Its Dividends 





NEWARK, May 14.—Great interest 
attaches to the announcement which the 
Mutual Benefit Life makes to its field 
forces to the effect that the company 
contemplates reductions in dividends in 
its 1932 scale. 

Superintendent Van 
New York department 
companies to announce any contem- 
plated reduction in 1932 dividend 
schedules and it seems practically cer- 
tain that this will be the case with 
many companies, particularly those suf- 
fering heavy disability losses. 

Not Affected by Disability 


of the 
requested 


Schaick 
has 


It should be pointed out that disabil- 


be made by the Mutual Benefit, as that 
company has a gain in its gain and loss 
exhibit for that item. Otherwise, how- 
ever, conditions which apply to the Mu- 
tual Benefit apply to companies in gen- 
eral. 

There are three principal sources of 
dividends. Savings on expenses consti- 
tute a source in which there is little 
scope for improvement in an already 
well managed company. Savings on 
mortality constitute the second source 
of dividends and mortality has been 
getting worse among companies in gen- 
eral. The third source, yield on invest- 
ment, will do well if it stays the same. 
There is likely to be a slight reduction 
in the return on the class of securities 
in which life companies are permitted 
to invest. The favorable rate of inter- 
est on policy loans, which are heavy in 
times like the present, helps offset the 
lower yield on some other classes of se- 
curities. 

Reflects Mortality Experience 

In making its dividend scale represent 
more accurately its mortality experience 
the Mutual Benefit has not found it nec- 
essary to make any drastic redtictions 
and as a general rule present policy- 
holders will pay less for their insurance 
in 1932 than they did in 1931. 

The Mutual Benefit’s announcement 
makes the following statements: 

The changes in our contingency re- 
serve in the last few years indicate that 
dividend reduction is appropriate at this 
time. The function of the contingency 
reserve is to enable the company to with- 
stand the effect of temporary fluctua- 
tions in earnings without modification 
of its bases of operation. The excess 
earnings of a favorable year may be 
used to mitigate the unfavorable show- 
ing of another year. But the contin- 
gency reserve must grow with the com- 
pany’s assets and liabilities. Other 
things being equal, the larger the assets 
the greater are the possibilities of loss 
and depreciation. The greater the amount 
of insurance at risk, the more serious 
are the consequences of a period of un- 
favorable mortality. When it becomes 
evident that the contingency reserve 
cannot be maintained on a reasonable, 
pre-determined basis, the clear indication 
is that the dividends are too large. 


Ratios Are Shown 


The following table shows the ratio 
percent of our contingency reserve 
(amortized basis for valuation of bonds) 
to liabilities (excluding unpaid and un- 
distributed dividends) for each of the 
last four years, compared with similar 








ity losses have no part in reductions to | 





ratios for a group of twenty other large 
companies. The larger rates for the 
group of companies do not indicate that 
their average position is more 
than that of the Mutual Benefit One 
company may be stronger with a con- 
tingency reserve of 5 percent of the lia- 
bilities than is another company with 
a contingency reserve of 10 percent or 
25 percent. The relative size of the con- 
tingency reserve must be considered with 
reference to (i) the nature and distri- 
bution of the assets, (ii) the nature of 
the company's business and (iii) the 
basis of its policy reserve. Attention is, 
however, directed to the steady decline 
of the ratio in both cases: 


secure 


Table Is Given 
Ratio Percent of Contingency Reserve to 
Liabilities 


Mutual Group of 20 


Year Benefit Companies 
1927 4.66% 7.71° 
1928 4.60 7.46 
1929 4.49 7.15 
1930 4.43 6.52 
If these ratios for the year 1927 be 
denoted by 100, the tendency for the 
percentage to diminish during the pe- 
riod under observation is thrown into 
relief by the corresponding figures for 
later years thus: 
Index Showing Decrease in tatio of 


Contingency Reserve to Liabilities 


Mutual Group of 20 
Year Benefit Companies 
1927 100 100 
1928 99 97 
1929 96 93 
1930 95 85 


Earnings from Interest 


The gross and net ‘rates of interest 
earned by the company on the aggre- 
gate of its invested assets have declined 
slowly but steadily since 1922. Securities 


of the type which we habitually buy, 
yield, at present prices, rather less than 
at any time in the last few years. That 
portion of our assets which consists of 
foreclosed real estate will not be re- 
munerative until economic conditions 
improve and the earning power and 
value of agricultural properties are re- 
stored. In the meantime the company 
is not able to add to its contingency 
reserve from interest earnings as much 
as in recent times. 
Mortality 


The following table shows the ratio of 
actual to expected mortality for each of 
the last ten years not only for the Mu- 
tual Benefit but for the group of twenty 
companies above referred to: 





Ratio Percent of Actual to Expected 
Mortality 
Mutual Group of 20 
Pear - Benefit Companies 
1921 48.69% 

1922 45.00 
23 53.26 
24 55.48 
25 48.61 
2 53.44 
2 50.16 
2 7 50.84 
2 59.06 
92 55.41 
1930 55.85 
1928-30 56.71 





Group Affected Same Manner 


It will be noted that our average mor- 
tality ratio during the years 1928-30 was 
5.87 percent in excess of the average 
mortality ratio for the preceding seven 
years, 1921-27, and that the correspond- 
ing increase in the group of twenty com- 

(CONTINUED FROM PAGE 8) 


‘Hartford Carriers 
Eye Jumbo Risks 


Report Decided Increase in Sui- 
cides During Last Quarter 
of 1930 


PROMOTERS NOT WANTED 


Sliding Scale Adopted in Considering 
Applicants for Large Policies— 
Hazards Pointed Out 


HARTFORD, May 14.—Persons who 
now have $1,000,000 or more of life 
insurance will not find their number 
materially increased this year. This 
fact is demonstrated by the announce- 
ment that major life companies are 


watching more carefully than ever be- 
fore applications for large amounts of 


life insurance. These companies, of 


course, have never been prone to accept 
all requests for large policies but the 
sharp contrasts in times and the large 
number of suicides last year has had 
its tendency to accentuate and make 
more evident things they all know and 
have to watch—that large applications 
must be scrutinized more carefully than 
ever. 
Mortality Highest in Years 


Last year and especially during the 
last quarter, there were a greater nurn- 
ber of suicides among those carrying 
comparatively large amounts of insur- 
ance than ever before. This increased 
mortality was partially due to the stock 
market crash and the terrific strain on 
men in the promoting and developing 
held. 

Most companies agree that those ap- 
plying for large amounts of life insur- 
ance can be easily segregated into two 
major classes. (1) Those who have a 
steady income with prospects of in- 
creased salary—men who founded their 
business on a conservative, solid basis 
and (2) those whose earnings are sub- 
ject to wide fluctuations—men of the 
promoter type whose business rises and 
falls with the crest and trough of each 
business wave. Although both types are 
exceedingly carefully investigated now, 
those of the former group despite the 
fact that their business earnings may 
have been cut in half, are still good risks. 
The business of the second group is 
shaky and its members therefore con- 
stitute a poor risk, although in recent 
years they have been as acceptable as 
those of the first in most cases. That 
is because their business did not dis- 
close its weakness while they were rid- 
ing the crest. Underwriters have learned 
since the depression that it is unsafe 
to apply any of the following rules to 
a year of peak earnings. 

Some companies are working on a 
sliding scale basis, considering, of 
course, the financial hazard and then 
allowing a person to obtain a limited 
amount of insurance based on his in- 

(CONTINUED ON PAGE 10) 
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Life Production Leaders 
for Various Companies 





“Insurance Salesman” 
of Indianapolis publishes its “All Star” 
number, showing interesting data re- 
garding the leading producers during 
the previous year of the various com- 
panies. This number is issued in the 
form of a report of a “mock” convention 
and addresses of a helpful nature are 
contributed by the various leaders. The 
number contains a great amount of in- 
teresting and valuable sales material and 
is looked for yearly by the 30,000 sub- 
scribers of the “Insurance Salesman.” 
Following is the list of leaders for the 
year 1930, also showing in most cases 
the amount of paid production for the 
year, which gave them their position of 
leadership: 


Each year the 


A 
American Central, Travis B. Bryan, 
Bryan, Tex. 
Abraham Watts, Mat- 


Lincoln, A. L. 
toon, IL, $214,500 


Acacia Mutual, W. B. Bright, Philadel- 


phia, $690,000. 

Aetna Life, Rudolph Le Boy, Chicago, 
$1,500,000. 

Alamo Life, Lee Hickerson, San An- 
tonio, $242,000. 

American Life, Mich., Harold P. Tros- 
per, Detroit, $1,093,500. 

Amer. Natl. Mo., Frank Smelser, 
Louisville, $468, 500. 

Amer. Natl, Tex., Lillian M. Green, 
Independénce, ‘Mo. 

Amicable Life, Tex., J. O. Barnett, 
Yoakum, Tex., $430,334. 

B 

Bank Savings, C. J. King, Parsons, 

Kan., $450,000. 

Bankers Life, Ia., G. C. Woods, Nash- 
ville, $759,000. 


Bankers Life. Nebr., W. L. Morgrove, 

Lincoln, Neb., $538,000. 
Berkshire Life, L. M. 

bridge, Mass. 


Clusas, Stock- 


Bankers National, James A. Silber, 
Philadelphia, $75,000 

Bus. Men's Assur., A. T. Dahlke, De- 
troit, $706,000. : 

Central tate, Ill, L. S. Broaddus, Chi- 
cago, $649,0 

ns ogy “rutual, wrote K. Patton, 
Hutchinson, Kan., $350,0 

Connecticut Mutual, Gustav G. Gott- 
lieb, Hartford. Hart 
art- 


Connecticut General, Hugh Bass, 
ford. 

Conservative Life, Ind., é- Ss. 
South Bend, Ind., $1, 497,500 

Continental Amer., Ellsworth C. 
Baltimore. 

Continental, Ill., Walter 
geles, $450,000. 


Burkart, 
Burt, 


Mast, Los An- 


Des Moines Life & Ann., E. L. Beving- 


ton, Des Moines, $207,000. 
E 
Equitable, N. Y., George H. Barker, 
Columbus, Ohio, $1, "965.917, 
Equitable Life, la., H. 'y r, Phila- 


delphia, $741,50 
Eureka- i —— Kubeczke, 


Braddock, Pa., $119,5 


Mille 


F 
Farmers & Bankers, Clayton Mammel, 
Wichita, $438,000 

Federal Life, M. J. Pankey, Chicago, 
1. 

widelity. Mutual, Maurice Strauss, 
Newark, N. J., $1,486,500. 

Franklin Life, H. L. Colby, Indian- 


apolis, $800,000. 


G 


Cora Dulaney, Dallas, 


s oo tsE. National, 
229,1 


Great Republic, E. M. Waddle, Los 
Angeles. 

Great-West, R. E. Campbell, Toronto, 
$1,000 

Guardian, Saul Kornreich, New York, 
$1,49 

duaranty Life, A. J. Loyet, Davenport, 
$372,779. 


Life, Pa 
Pa., | $190,000. 


Indianapolis Life 
dianapolis, $1,004,000 
International Trav., W. 8S. 
worth, Dallas. 
Jefferson Standard, William L. 
Charlotte, N. C., $1,250,000. 


J 


Home George Rondish, 


Hazelton, 
Julian Schwab, In- 
; Killings- 


Brooks, 


John Hancock, Mrs. Martha H. Boot, 
Boston, $1,080,000. 
K 
Kansas City Life, Dix Teachenor, Kan- 
sas City, $1,097,100. 
L 
Lincoln Natl, Thomas I. Tamer, 
Wilkes-Barre, Pa., $657,500. 


M 
Manufacturers Life, S. Hume Craw- 
ford, Toronto, $723,000. 


Henry G. Mosler, 
. H. Watkins 7 
Worth, $396,00 ee oe 


Midland Mutual, a. de 
Grand Rapids, $365,000. 


Massachusetts Mut., 
Los Angeles, $1,800, 000. 
Midland ie. Mo., 


VanderWerf, 


Minnesota Mutual, A. O. Elias 
Paul, $1,423,000. —— 
utual Benefit, R. F. Mellor, New 
York City, $1,597,500. 


Mutual Trust Life, 
Milwaukee, $1,015,000 


Victor F. Pettric, 


Mutual Life, N. Y., ‘Arthur L. My ] 
Chicago, $1,704,500. — 
N 

National videliey, ay H. 
Sioux City, $357,7 7 if Gnatinn, 


National Guardian, Franklin Van Sant, 
ee. Ww 
National Lite, Vt., William A. Mei 
New York City. —— 
National Standard, Pet. 
ton, Vernon, Tex., $595, 
New York Life, ’P. S. 


0. 
Life, 


Paul Johns- 


_ New York 


W orthnnn Frank J. acy. 
Seattle, $360,000. ncaa 
Northwestern Mutual, Dr. Chas. . 
Albright, Milwaukee, $3, 034 vallioa 
Northwestern Natl., c o ‘Williams, 


Houston, $575,000. 
National Life, IIL, 
hill, Hays, Kan., $500,0 
New England ‘Mutual. , L. Miller, 
Chicago, $1,200,000. 
o 


Occidental Life, Hoyt M. L 
Angeles, $1,810,000.” mae ecole 
Life, 


Ohio State 
Haseiten. Pa. 
€ ne Life, Dr. Wwaeven E. Dz 
Lincoln, Neb., $400,000 aes 
P 


Robert A. Brown, Los 


Pama D. Hemp- 


Stephen Matyas, 


Pacific peace, 
Angeles, $1,099 











President Williams’ 
Timely Observations 


President C. F. Williams of the 
Western & Southern Life in his 
address before the Indiana state 
convention of the company de- 
clared that in spite of the finan- 
cial depression of the past and 
present, and regardless of business 
failures and disturbances in many 
industries, no life company has 
failed, which proves conclusively 
the soundness of the legal reserve 
system. He declared that the com- 
panies are managed in most part 
by sincere and practical men. Most 
of the executives came up from 
the agency ranks. Mr. Williams 
asserted that most of the future 
presidents of companies, in his 
opinion, will be practical insur- 
ance men. He called attention to 
the scientific accuracy of the legal 
reserve system, saying there is no 
element of chance in it. Mr. Wil- 
liams contended that this is the 
day for men of determination. 
The timid man is lost in the 
shuffle. 











Reliance Life, James F. Malone, Pitts- 
burgh, $1,125,111. 


Royal Union, Verne Arnts, Bangor, Pa., 


$411,000. 
— 

San Jacinto, E. A. Donnam, Houston, 
$879,000. 

Security Chic, F. G. May, Pine Bluff, 
Ark. 

Southern Old Line, M. M. Robertson, 
Dallas, $765,000. 


Southland Life, W. T. Gwaltney, Fort 


Worth, $820,041. 














rE sree , elaipetuage 
hicago, $1,827,500, ——— 
Tula $790,486 ‘Hite poms ra Travelers, George H. S. Rowe, New 
Philadelphia, $312, "| York City.’ a vrs 
a lot Life, R. ~ ning, Burlington, Vv 
es ‘Pioneer Life, J. W. Aycock, Greenville, $139 in Life, A. J. Parsons, Brooklyn, 
| protective Life, H. C. Cook, Waxa- a State, Eli Goldberg, Hous- 
R w 
Bm aa A A. M. Watson, Des oe Oe" Sates, 2 Grant Taggart, Cow- 
| Financial Structure of Legal 
Reserve Life Companies 
Dec. 31, 1930* Dec. 31,1929** | 
| New Premiums... .......$ 519,900,245 § 524,912,614 
| Renewal Premiums....... 2,510,724,739 2,355,235,351 
| Industrial Premiums. .... 717,619,223 686,059,731 
| Total Premium Income... 3,748,244,207 3,566,207 ,696 
| Total Paid Policyholders.. 2,386,893,058 2,073,589, 285 
| New Business............. 22,175,056,845 22,868,231,276 
| Net Gain in Force........ 5,569 089,338 8,491,618,012 | 
| Total Insurance in F orce .113,667,731,828 107,589 973,126 
| Ee 84,991,109 ,856 80,260,085,777 | 
| RR 10,547,446,611 9,662,232,144 
Ee 18,129,175,361 17,667 ,655,205 
_ Admitted Assets.......... 20,016,536,327 18,565,012,535 
eB Oe ree 176,808,338 164,343,036 
| Unassigned Funds........ 708,117,929 718,351,527 
Contingency (Surplus 
Funds Set Aside)....... 476,289,341 422,457,725 


*326 Companies. 


**304 Companies 
—From the Unique Manual-Digest, 1931 

















Seventeen States Allow 
Bank Stock Investments 


NEW LAW HAS BEEN ENACTED 


Massachusetts Legislature Has Passed 
an Act Enlarging Scope ef Life 
Insurance Holdings 


NEW YORK, May 14.—Some 17 
states now permit life companies to in- 
vest in bank stocks under varying types 
of restrictions on the order of a measure 
which has passed the Massachusetts 
legislature and is now before Governor 
Ely. 

The proposed Massachusetts law 
would make it permissible for a life 
company to invest up to 2% percent of 
its reserves in the stock of New Eng- 
land national banks or Massachusetts 
trust companies, providing such institu- 
tions have paid a cash dividend of not 
less than 4 percent during the five pre- 
ceding years. Not more than 2 percent 
of its reserves could be invested in any 
one company except under certain con- 
ditions in the event of a merger, and 
not more than 2% percent in such a 
case. This would provide for the con- 
tingency arising where a life company 
had its maximum of 2% percent spread 
among only two institutions, which later 
merged. Not more than 10 percent of 
the stock of any such institution could 
be acquired by a life company. 

Agitation in Other States 


There has been recent agitation in 
favor of allowing life companies to in- 
vest in bank stocks in other states than 
Massachusetts but these proposals have 
been received with less favor than usual 
because of bank failures of the last year 
and a half. Usually such measures, like 
those already in effect, would hedge 
bank stock investments with numerous 
qualifications and provisions. In some 
states investments of this character may 
be made only with the express consent 
of the commissioner of insurance. 


Engelsman Demands Program 
of Insurance Advertising 


“In my opinion, national advertising 
is of vital importance to us. We should 
stop asking the companies to help us by 
advertising. It is about time we de- 
manded action. We want national in- 
stitutional advertising.” 

This is the uncompromising position 
of Ralph G. Engelsman, Penn Mutual 
general agent in New York City, who 
presented his demand for national ad- 
vertising in the May-June edition of the 


“Managers’ Magazine” of the Life In- 
surance Sales Research Bureau. 
Mr. Engelsman complains of the 


of the companies as to 


“dilly dallying” 
He says that 


an advertising program. 
an institutional advertising campaign 
would increase the prestige of the 
agent, so that it will be greater than 
that of any financial salesman with 
whom he competes. Progress has been 
made, Mr. Engelsman states, in educat- 
ing the agent so that he can really serve 
but there has been little done towards 
educating the public so that they know 
the agent is qualified to serve. The 
life insurance agent has had to build 
his prestige for himself. Companies do 
very little to help him. “Isn’t it about 
time we rise up and do something about 
this?” he asked. 

The cost would be negligible if a co- 
operative campaign were undertaken 
even by as few companies as 25 or 30, 
he observed. 





The New York Life’s contention that 
one of its assured’s, Dr. J. I. Self, who 
died in July, 1930, did not truly state 
his physical condition in his application, 
resulted in a directed verdict in the 
United States district court at El Dorado, 
Ark., in favor of the company. The 
policy was for $10,000. 
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Will Give Hearing as to 
Industrial Life Section 


PROJECT BEFORE COMMITTEE 


American Life Convention Management 
Has Before It the Establishment 
of Another Department 


The American Life Convention ex- 
ecutive committee will give a hearing 
in Washington, D. C., May 19 to a 
group of companies that desire to have 
an industrial life insurance section es- 
tablished. The industrial people declare 
that they have no forum now in which 
to discuss their peculiar problems. 
When H. M. Woollen of the American 
Central Life was president of the 
American Life Convention he addressed 
a letter to the companies writing indus- 
trial insurance that were members, ask- 
ing whether they would be interested in 
an industrial life section. A_ special 
committee was appointed to look into 
the subject but no progress was made. 


Industrial Conference Overtures 


The Industrial Insurers Conference, 
which was primarily organized by com- 
panies writing weekly payment health 
and accident insurance, has made over- 
tures to the industrial life companies to 
join with it and promises that part of 
its programs will be given over to the 
consideration of life insurance. Many 
of the industrial health and accident 
companies are writing life insurance 
also. 

It is stated that there are over 80,000 
induStrial life agents in the country. 
The industrial life insurance in force 
exceeds $18,000,000,000 and weekly pre- 
miums are paid in excess of $15,000,000. 
The number of industrial policies in 
force is more than 86,000,000. It is 
stated that 250,000 people apply for in- 
dustrial life insurance every week. 


Some Suggested Subjects 


Some of the subjects suggested for 
discussion in the proposed industrial life 
section are: The growing evil of cash 
surrenders; elimination of waste of man- 
power and business through proper se- 
lection, training and supervision of 
agents; selection and conservation of 
business; control of expense factor in 
management and cost of business; re- 
duction of agency finals and special sal- 
ary losses; mortality ratio on claims 
under and over two years; uniform 
agency applications; elimination of non- 
producing and undesirable agents and 
agency deficiencies; reduction of policy 
loans and liens; conservation of ordi- 
nary and industrial business, and edu- 
cation of the public. 





Commissioners Will Meet 
at Stevens Hotel in Chicago 


The mid-year meeting of the executive 
committee of the National Convention 
of Insurance Commissioners will be held 
at the Stevens hotel in Chicago, June 
15-17. Secretary Caldwell of Tennessee 
has just completed a poll of the com- 
mittee as to time and place. Commis- 
sioner Yenter of Iowa is chairman of 
the committee. The other members are 
Commissioners Tarver of Texas: Thule- 
meyer, Wyoming; Boney, North Caro- 
lina; Livingston, Michigan; Thompson, 
Missouri, and Brown, Minnesota. Mr. 
Read of Oklahoma is president of the 
commissioners’ organization. A number 
of commissioners and many insurance 
officials will be on hand 


New York Life Conference 


_The New York Life agents in Missis- 
sippi, Arkansas, Louisiana, Alabama and 
Tennessee met this week in their annual 
spring meeting in Biloxi. The confer- 
ence was in charge of Vice-president 
Lovelace from the head office. 











Disability = Is Given by 
New York Insurance Department 








1 
Disability 
Reserve 
44 500 

2,133 


Brooklyn 
Equitable, 
Farmers & Traders.. 
Guardian 


National sseneeouen 
= Tee 45,93 


3,231,000 


BUONO ccnvcccecs 1,690,000 
DD cxeosenes ces snese 3,016 
re: caneneeess 280,000 


40,917,000 


Metropolitan—Ord, and 


Genl 
Industrial . 





BOOED MED. cocesenecess 945,000 
i i See : 

BO WON EeeOcccccccesecs 612,005 
North American Reassur "238.000 
DE cvecude dee keds oie 35,000 
Postal National ....... 


‘408,000 


Security Mutual 
Teachers Ins. & 


Annuity. 





United States 36,000 
Aetna Life .. 19,237,500 
Bankers, Iowa 

Berkshire, - 

CEE Db Meeececdicecctese euoeeen 
Columbian Natl. 621,000 
Connecticut General 1.861, 000 
Connecticut Mutual 


Equitable of lowa..... 
Fidelity Mutual, 
John Hancock—oO. & Il... 
Massachusetts Mutual .. 
Monarch, Mass. ..... ; 

Mutual Benefit 
National Life, Vt. 





1,294,000 





New England Mutu: aseeeek 3,200,000 
Northwestern Mutual........ 1,163,000 
PU DEE coeesscccces . 8,311,000 
Phoenix Mutual seneeesnse 3,311,000 
Provident Mutual .. ; “e 2,913,000 


59,711,000 
1,685,000 
32,489,000 
4,970,000 


Prudential (QO. & I).. 
State Mutual 
Travelers (Life 
Union Central 
SOOM BAIDOP ccccccccceseses 
Union Mutual, Me........ 

Victory, Il. 
U. S. Branches of Foreign Ccos.— 
Canada Life 
Confederation Life 
Imperial Life 
Mutual Life, Canada 


Dept tt ‘ 


643,000 


30,000 
20,000 


$403, 329, 699 


—$46,466,820 $ 5,281,693 


2 3 4 
Gain or Loss D.I1. Gainor Dividend 
in Surplus Loss in Surplus Paid 


$ 1991 § 4,677 $ 


1035 > 52,038,000 





3.120.000 














304,000 
42,816,000 
sede 41,769,000 
613,000 46,857,000 
1,558,076 70,437 
80,509 . 
, 180,000 
300 a. 
14,457 413,000 
rr 111,000 
1,792 5,000 
- 34,173 3,785,000 
175,545 4,475,000 
5! 1,229 1,293,000 
Ord. —1, Ord. —98 2 000 
Ind. +5,574 Ind. +7,730 6,000 
——— #8=»=>S06 6 eeeses 96,000 
—584,991 oaeeees 2,17 
159,951 98,000 6, 
12,204 125,248 4,289,000 
+11,216 — 36,808 3,048,000 
—1,558,814 —747,482 18,607,000 
478,522 18,196 14,755,000 
——_— t0e¢ene 10,000 
+8,474 peasses 22,861,000 
18,588 4,472,000 
57,484 10,210,000 
as 42,207,000 
190,746 16,085,000 
63,843 3,800,000 
12,092 7,086,000 
- 1,093,351 82,845,000 
21,648 5,500,000 
- 3 62,000 
158,000 10,976,000 
2,682 ; . 
1,007 586,000 
a =—Sst—“i‘—it«s«< 





128,111 2,207,000 
84,004 346,000 
—1,640 000 





.s680s. pe acnee 72,000 


$789,172,000 


Col. 1—Totals as of Dec, 31, 1930, including reserves on active and disabled 
lines and claims incurred but not reported and claims made but not paid 

Col. 2—Comprises gain or loss in surplus in 1930 due to disability business. 

Col. 3—Comprises gain or loss in surplus in 1930 due to double indemnity 
business. 

Col, 4—Indicates dividends paid to policyholders in 1930. 

Gain and loss figures are net, without regard to expense or loading. 








Million Dollar Producers 
Urged to Advise Riehle 


The million dollar round table of the 
National Association of Life Underwrit- 
ters is eager to list all million dollar 
producers so as to extend to them an 
invitation to attend the conference and 
breakfast of the round table at Pitts- 
burgh, September 23. This meeting is 
held concurrently with the convention of 
the National association. 

Life underwriters who have paid or 
who are likely to pay for $1,000,000 of 
regular business on the following bases, 
(1) Calendar year ending December 31, 
1930; (2) their company club year, re- 
gardless of culmination, as long as it 
is before September 23; (3) fiscal year 
to September 23 are asked to send their 
names and addresses to T. M. Riehle, 
chairman, million dollar round table, 225 
West 34th street, New York City.. 


John Hancock Reciprocates 


Readers this week will be interested 
in the advertisement of the John Han- 
cock Mutual featuring the spirit of co- 
operation between life underwriters and 
trust officers. Trust companies have 
done much advertising promoting life 
insurance and the John Hancock is re- 
ciprocating. 

The John Hancock advertising recalls 
the official statement prepared by a joint 
committee representing the trust divi- 
sion of the -American Bankers Associa- 
tion and the National Association of 
Life Underwriters. That was a care- 
fully drawn statement of principles, be- 
ing an agreement as to the sphere in 
which each interest might operate and 
where the two interests may cooperate. 





Research Bureau Schools 
to Get Under Way in June 


Three schools in agency building, each 
of two weeks’ duration, will be con- 
ducted by the Life Insurance Sales Re- 
search Bureau this summer, in order 
to accommodate managers who have 
not had an opportunity to attend pre- 
vious bureau schools. The University of 
North Carolina at Chapel Hill will be 
the scene of the first two-week session, 


June 15-26. Similar schools will be 
given at Babson Institute, Babson 
Park, Mass., July 20-31, and at North- 


western University, Evanston, IIL, Aug. 
17-28. 
These schools, devoted to problems 


of building and managing an agency, 
are an outgrowth of lecture courses 
originated by the bureau in 1927. Of 
particular importance at this time is 
conservation, to which the bureau has 
devoted much study. 

Six members of the staff have con- 
tributed to upbuilding this course and 
present their subjects in an interesting 


and efficient manner: H. G. Kenagy, 
G. F. Davies, L. B. Hendershot, S. G, 
Dickinson, L. S. Morrison and L. J. 


Doolin. J. M. Holcombe, Jr., manager 
also conducts sessions in problems in 
which he is particularly interested, when 
his schedule permits his attendance at 
these schools. 


Judisch with Montana Life 


F. Judisch has been appointed gen- 
eral agent of the Montana Life in south- 
ern California with headquarters in the 
Rives-Strong building, Los Angeles. He 
formerly lived at Conrad, Mont. 





Amendment Changes Title 
of National C. L. U. Chapter 


ENCOURAGE LOCAL GROUPS 
Ranks of Degree Holders Expected to 
be Greatly Increased as Result of 
June Examinations 


An amendment to the constitution and 
by- laws of the national organization of 


Cc. L. U. men and women changes the 
title to “National Chapter—Chartered 
Life Underwriters.” Provision is made 


for establishing local chapters in any 
city which can produce at least six mem- 
bers of the national chapter. 


Before a local C. L. association 


may become recognized as a member 
chapter, its constitution and by-laws 
must conform to requirements, includ- 


ing the statement of aims. 
Subscribe to Objectives 


objectives are to ad- 
yitimate way the 


Among these 
vance in every leg 

higher education of those engaged in 
the profession of life insurance and 
students who contemplate entering it; 
to maintain dignity and high profes- 
sional standards; to cooperate with the 
American College of Life Underwriters 
in extending its influence and educa- 
tional program among universities and 
colleges; to cooperate with local life un- 
derwriters’ associations and other or- 
ganizations for general betterment of 
life underwriting, and to bring into so- 
cial and friendly relations those engaged 
in life insurance who have acquired the 
C. L. U. designation. 

Prior to adoption of the amendments, 
local C. L. U. organizations were formed 
in a number of cities, and these doubt- 
less will all qualify as member chapters. 


Cities in which they are located and 
names of ofhcers are: 
Present C. L. U. Organizations 
Baltimore, W. P. Stedman, pres., H. 
H. McBratney, sec.; Chicago, T. C. 
Murrell, pres.. Mrs. Zura Z. Brown, 


sec.; Philadelphia, J. H. Reese, pres., 
Miss Elsie Ullrich, sec.; Portland, Ore., 
G. W. Schoeffel, pres., S. R. Strong, 
sec.; San Francisco, N. J. Goldsmith, 
ws, W. J. Lennox, a; St. Louis, A. 

. Humphrey, pres., H. Stern, sec. 

‘Officers of the oe chapter are 
elected annually, taking office in the 
fall. Present incumbents are: Presi- 
dent, A. H. Bennell, manager Mutual 
Life of New York, Pittsburgh; vice- 
president, P. W. Cook, instructor of 
agents Mutual Benefit, Chicago; secre- 
tary-treasurer, David McCahan, assist- 
ant professor of insurance, University 
of Pennsylvania, Philadelphia; recording 
secretary. H. L. Choate, general Go 
Mutual Benefit, Washington, D. 

A very large proportion of tk who 
have received the C. L. U. designation 
are now members of the national chap- 
ter and all signs indicate that this num- 
ber will be greatly augmented after the 
1931 examinations which will be held 
June 18-20, 


Dividends on the Founders 
Policies Have Been Reduced 


JERSEY CITY, May 14.—The Bank- 
ers National Life has informed holders 
of its “Founders’ Policies” that the 
special dividend on that class of policies 
has been reduced. These policies were 
issued for a time by the Jacksonville 
(Fla.) and Denver companies of the 
same name Which are now part of the 
New Jersey company and contained a 
special provision providing for participa- 
tion in earnings and also on the saving 
in mortality within that particular class. 
Largely on account of heavy mortality 
the special dividend has been cut, so 
that for example a policy which paid a 
25 percent special dividend in 1929 
would pay a 10 percent dividend this 
year. 
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1. 


The Midland Mutual Life has never re- 
duced its dividend schedules, but has 
paid three extra dividends within the 
past seven years. 


2. 


Its payments to policyholders plus re- 
serves held for future payments exceed 
the total premiums collected. 


3. 


It has paid to its policyholders more 
dividends than the total of all its death 


claims. 
4. 


Its interest earnings are 10% higher than 
those of the average participating com- 


pany. 
5. 


Its surplus increased more than 5% on 
the increased assets for the year 1930. 


THE 


MIDLAND MUTUAL 
LIFE INSURANCE 
COMPANY 
Columbus - Ohio 


, 


“Its Performances Exceed Its Promises’ 


Assets, $20,000,000 
Insurance in Force, $112,000,000 
































Pennsylvania Day Plans 
Have Now Been Completed 


MANY TALKS WILL BE MADE 


Annual Gathering at York Under the 
Auspices of the State Insur- 
ance Federation 


PHILADELPHIA, May 14.—Plans 
have been completed for Pennsylvania 
Insurance Days to be held at York, May 
25-29 under the auspices of the Pennsyl- 
vania Insurance Federation. Insurance 
Commissioner Armstrong will be the 
chief speaker at one session. President 
C. M. Kerr of the Farmers Fire of York 
will give the address of welcome and G. 
W. Gilligan, Jr., president Superior 
Health & Accident and the Philadelphia 
Health & Accident Alliance, will re- 
spond. W. H. Kingsley, vice-president 
Penn Mutual Life, who is president of 
the federation, will give his address, At 
the luncheon meeting over which Mr. 
Kingsley will preside, the speakers will 
be J. G. Armstrong, Jr., chairman Penn- 
sylvania senate insurance committee, 
and Representative F. T. Baker. 


Afternoon Session First Day 


At the afternoon session, W. R. Har- 
per, general agent Aetna Life at Phila- 
delphia, will first introduce the speakers. 
They will be C. F. Gay, agency secre- 
tary Aetna Life; W. J. McCaffrey, 
Eagle Indemnity, and President Kings- 
ley of the Federation. W. W. Berry, 
manager Massachusetts Bonding in 
Philadelphia, will introduce Wellington 
Potter, local agent at Rochester, N. Y., 
and Spencer Welton, vice-president 
Massachusetts Bonding. In the evening 
there will be a smoker presided over by 
R. M. Fulton with E. A. Hirschman as 
speaker. 

Second Day Program 


On the second day, H. B. Meixel, 
president of the Grand Fraternity and 
head of the Pennsylvania Fraternal 
Congress, will introduce F. A. Service, 
Protected Home Circle of Sharon, who 
will speak on “Relationship of Frater- 
nal Benefit Societies to Commercial In- 
surance.” G. F. Stratton, vice-president 
Underwriters Salvage Company, will 
speak. T. B. Donaldson, former Penn- 
sylvania commissioner, will introduce J. 
H. Reese of the Penn Mutual Life at 
Philadelphia, who will speak on “The 
Modern Life Underwriter.” He will 
also introduce Insurance Commissioner 
Armstrong. There will be group meet- 
ings of industrial life, fraternal and reg- 
ular life people, stock fire, casualty, 
surety, accident and health and mutual 
fire. In the evening W. G. McBlain 
will be toastmaster at the banquet and 
Insurance Commissioner Armstrong 
will speak. 

The program for the group meetings 
is as follows: 

Industrial Life Sales Congress 

William J. Bradley, publicity manager, 
Home of Philadelphia, chairman. 

G R. Kendall, Chicago, president 
Washington National and Industrial In- 
surers Conference, associate chairman. 

Industrial Life Insurance—Its Funda- 
mentals, Progress and Possibilities,—J. 
F. Maine, superintendent of industrial 
agencies, London Life, Canada. 

Once a Policyholder Always a Pros- 
pect—E. L. Matterer, manager, Metro- 
politan Life, Lancaster. 

Canvassing—Contracts by Contacts— 
W. J. Bradshaw, manager, John Hancock 
Mutual Life, Lancaster. 

The Opportunities of Industrial Life 
Salesmanship—E. G. Perkins, superin- 
tendent, Prudential, Baltimore. 

Manpower on the Debit—Charles V. 
Monaghan, assistant manager, John Han- 
cock Mutual Life, York. 

Twilight Calls Find Ideal Prospects— 
N. G. Bachman, assistant manager, Me- 
tropolitan Life, Lancaster. 

Quality Business and How to Get It— 
J. Todd Goldstein, assistant manager, 
John Hancock Mutual Life, Reading. 

Building Success on Friendly Debit— 








Central States Agencies in 
Drive Write $61,000,000 


UNUSUAL RECORDS ARE MADE 
Absence of Business Depression Is Evi- 
dent Among Equitable of 
New York Agents 





The figures in the April “Par for 
Parkinson” campaign of the central de- 
partment of the Equitable Life of New 
York presented in the May 8 edition of 
Tue NationaL UNDERWRITER proved to 
have been very incomplete. The 25 
agencies in the department wrote 11,592 
applications in the month for $61,107,- 
980, William Rothaermel, superintendent 
of agencies central department, reports. 

Twenty-one out of the 25 agencies 
scored 100 percent participation, which 
meant that every agent in these 21 
agencies wrote at least one application 
in the month. There was 98.48 percent 
participation by agents in the depart- 
ment and 133 of the 144 unit managers 
in the department scored 100 percent or 
better. 


Much More Than Last Year 


Results this year are particularly 
striking when compared with the spring 
campaign last year when 10,505 appli- 
cations were written for $42,449,029 and 
participation was 87.1 percent. 

H. M. Carlson of the Des Moines 
office was selected “par excellence” 
agent in the April drive. He made 255 
calls, the same number of interviews 
and wrote 67 applications for $154,420, 
all of it on binder. His premiums fn the 
month were $5,861, his paid volume $84,- 
000 on 33 cases. He calculated that his 
total commission per call amounted to 
$10.46. 

A. L. Spooner of Fort Dodge, Ia., 
was selected honor unit manager, his 
unit writing $914,253 on 416 applica- 
tions, 85 percent on binder. He added 
five agents in the month, increasing 
from 33 to 38, and all of his agents 
scored two or more; 70 percent of them 
five or more. In addition he wrote per- 
sonally $118,250 in the month on 65 ap- 
plications, 94 percent on binder and 92 
percent jointly with agents. 

New Man Is Successful 


A new man, Seth B. Turk, who 
signed a contract March 23 with the 
M. C. Nelson agency at St. Louis and 
had no previous life insurance experi- 
ence, wrote 28 cases for $45,055 in the 
month, of which $41,055 was on binder. 
Only six of the cases were written 
jointly. 

The Nelson agency had an outstand- 
ing record, writing 1,400 applications for 
$5,300,000. There were approximately 
177 agents participating. 








F. C. Wagner, agent, Metropolitan Life, 
Lancaster. 
> >. . 
Fraternal Conference 

Under auspices Pennsylvania Frater- 
nal Congress. 

Introduction of Speakers—H. B. Meixel. 

Business and Social Objectives—J. S. 
Spicer, past president, Pennsylvania 
Fraternal Congress. 

Future of Pennsylvania Fraternal Con- 
gress—A. H. Guffrovich, secretary, Penn- 
sylvania Slovak Roman and Greek Cath- 
olic Union. 

Selling Persistency Membership—aA. M. 
Fording, secretary, United American Me- 
chanics. 

Legisletion—F. M. Speakman, consult- 
ing actvary, Philadelphia. 

- . . 


Life 


Under auspices of Pennsylvania State 
Association of Life Underwriters. 

Herbert L. Smith, chairman. 

Present Day Life Underwriting Prob- 
lem—(1) Prospecting; (2) Prepared Pres- 
entation; (3) Three Requisites to Suc- 
cess. Presentation and discussion con- 
ducted by W. Ray Chapman, assistant 
superintendent of agencies, Northwest- 
ern Mutual Life. 
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_ NEWS FROM NEW YORK 











BREWSTER-BADEAU IN LIFE 


Brewster-Badeau & Co., general in- 
surance brokers in New York, have an- 
nounced the opening this week of a life 
department in charge of Nelson Post, 
2nd, formerly one of the leading agents 
of the Aetna Life in Brooklyn, and a 
million dollar producer in 1930. 

* * * 
GREENBAUM RETIRES FROM AETNA 


Nathan Greenbaum, for the past year 
general agent of the Aetna Life at 1476 
Broadway, has terminated his contract 
with that company. It is probable that 
Mr. Greenbaum will take the general 
agency of some other company, as he 
has a well-organized office and full time 
organization. Mr. Greenbaum has a 
general insurance business to which he 
devotes the larger part of his time, the 





life end being in charge of Joseph Fein, 
former superintendent of agencies and 
director of education of the Independent 
Life of Nashville. 
K ox 

OPENS CENTRAL MEDICAL BUREAL 

The Massachusetts Mutual Life has 
established a central medical bureau in 
the Woolworth building to serve its 
agencies in Greater New York. Dr. A. 
H. Hansen is in charge. This bureau 
is designed to eliminate medical delay in 
the issuance of policies. 


Prudential Men Rally 


More than 400 California representa- 
tives of the Prudential attended a con- 
ference at Del Monte May 7-8 with 
Col. Franklin D’Olier, Geo. W. Mun- 
sick, John P. Mackin, vice-presidents, 
Geo. H. Chace and A. E. N. Gray, as- 
sistant secretaries, in attendance. Mr. 
Gray is returning to San Francisco to 
conduct an instruction course. 
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Some Better Than in March 





BELOW LAST YEAR’S RECORD 





Life Presidents’ Report Shows 14.2 Per- 
Cent Decline from April, 1930— 
12.7 for Four Months 





NEW YORK, May 14.—April pro- 
duction showed a slight relative im- 
provement over March but was 14.2 per- 
cent less than in April a year ago. The 
March amount this year was 15.9 per- 


cent less than March a year ago. The 
cumulative total for the first four 
months of this year was 12.7 percent 


below that for the similar period of 
1930, according to figures compiled by 





the Association of Life Insurance Presi- 





dents and made public this week. 

For April, the total new business of 
all classes written by the 44 companies 
reporting was $1,024,539,000 against $1,- 
194,174,000 in April, 1930, a decrease of 
14.2 percent. New ordinary insurance 
was $690,529,000 against $839,531,000, a 
decrease of 17.7 percent; industrial $234,- 
941,000 against $241,129,000, a decrease 
of 2.6 percent, and group $99,069,000 
against $113,514,000, a decrease of 12.7 
percent. 

For the four-month period, the total 
was $3,853,139,000 against $4,415,031,000 
last year, a decrease of 12.7 percent. 
New ordinary insurance totalled $2,- 
605,389,000 aaginst $3,167,656,000, a de- 
crease of 17.8 percent; industrial $904,- 
812,000 against $936,384,000, a decrease 
of 3.4 percent, and group $342,938,000 
against $310,991,000, an increase of 10.3 
percent. 


A. & H. men should write The Na- 
tional Underwriter for free bookl« “Six 


Honest Serving Men.” 











Life Underwriters and ‘Trust Officers 


“I T seems evident that there will be an 
increasing number of cases where the insurance trust will be 
required instead of the option settlement, and I believe that 
frank and active co-operation with local banks and trust com- 
panies in such cases, to the end that they may administer the 
estate we create, will bring the best results.’’ 


Guy W. Cox, Vice President and General Counsel John Hancock 
Mutual Life Insurance Company 





The co-operation so long tacit between life underwriters and trust 
officers has been more firmly established by their official joint statement, 
as voiced by the American Bankers Association and the National Associ- 
ation of Life Underwriters,—a statement which marks the beginning of 
an era of definitely expressed co-operation |between the life underwriter 
and the trust officer, in the best interests of their clients. 
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MATUuRE 


and growing faster 
than ever! 





~ 
ct —- » 


Operating in 
the following 
States: 

Arkansas 
Kansas 
Kentucky 
Louisiana 
Mississippi 
Missouri 
New Mexico 
Oklahoma 
Tennessee 


Texas 
a AAA r 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


W ITH the trying days of 
early childhood but a dim mem- 
ory and the elucidating period 
of adolescence just passed we 
are entering our maturity fully 
prepared and qualified to as- 
sume our duties as an adult in 
the life insurance field. With 
our business policies soundly 
fixed and the company firmly 
established, the period just 
ahead will be a profitable one 
for agents who become asso- 
ciated with us NOW! 


The Great Southern Life Insur- 
ance Co. has much to offer those 
interested in attaining greater 
success as a life insurance agent. 
Our contracts, made direct with 
the agent, provide a liberal first 
year and exceptionally large re- 
newal commissions. They give 
you a line of policies second to 
none, and assure substantial 
and helpful home office co-op- 
eration. Service and assistance 
rendered each Great Southern 
representative is of the highest 
order. 


If you would profit by this com- 
pany’s progress during the 
coming years, become asso- 
ciated with us now. For agents 
contract or other information 
address the home office. 


E.P.GREENWOOD - PRESIDENT 


HOUSTON 


TEXAS. 














MUTUAL BENEFIT REDUCING DIVIDENDS 








(CONTINUED FROM PAGE 3) 


panies was 5.27 percent. Again it is 
clear that the group are affected in the 
Same manner as the Mutual Benefit and 
to a similar extent. Incidentally it will 
be noted that the average mortality of 
the Mutual Benefit is 4.83 percent less 
than that of the group in the years 
1921-27 and 4.23 percent less in the later 
period. 

The “expected cost of insurance on 
net amount at risk” as shown in our 
gain and loss exhibit for the year 1930, 
was $27,150,320.96. An addition of 5 per- 
cent to our mortality ratio would in- 
crease our actual mortality by $1,357,- 
516. The effect of approximately this 
increase in the mortality level has been 
sustained for three years and we deem 
it appropriate to recognize this in a new 
dividend scale for 1932. 


Proposed Secale for 1932 


The situation does not call for a dras- 
tic reduction in dividends, and under the 
proposed scale for 1932, present policy- 
holders, as a general rule, will pay less 
for their insurance in 1932 than they 
paid in 1931. 

The following schedule gives specimen 
eash dividends per $1,000 according to 
the 1925 and 1926-31 dividend scales and 
the proposed 1932 dividend scale for 
various plans, ages at issue and dura- 
tion: 

LIFE 
Percentage of 
Dividends Dividends to 
Payable in Gross Premium 
1925 1926 1932 1925 1926 1932 
Age 25—Premium $20.14 
$ 3 


















3 
Ist 5.19 5.71 5.68 25.8 28.4 28.2 
5th 5.78 6.30 6.28 28.7 31.3 31.2 
10th 6.58 7.10 7.04 32.7 35.3 35.0 
20th 8.55 9.05 8.72 42.5 44.9 43.3 
Age 40—Pre mium $30.94 
Ist 6.48 7.08 6.95 20.9 22.9 5 
5th 7.50 24.2 26.2 2 
10th 9.02 29.2 31.1 3 
20th 12.71 41.1 42.8 3 
Age 55—Pr 
Ist 10.07 17.7 9.1 7.6 
5th 12.20 21.4 22.7 21.1 
10th 14.88 26.1 27.0 25.5 
20th 19.90 85.0 33.3 32.2 
LIFE 20 
Age 25—Premium $30.12 
lst 5.34 5.85 5.83 17.7 19.4 19.4 
5th 6.51 7.00 6.95 21.6 23.2 23.1 
10th 8.17 8.62 8.50 27.1 28.6 28.2 
20th 12.43 12.75 12.36 41.3 42.3 41.0 
Age 40—Premium $40.38 
Ist 6.61 7.21 7.07 16.4 17.9 7.5 
5th 8.18 8.74 844 20.3 21.6 20.9 
10th 10.49 11.01 10.46 26.0 27.3 5.9 
20th 16.25 16.54 15.88 40.2 41.0 3 
Age 55—Premium $62.68 
Ist 10.14 10.94 10.08 16.2 17.5 16.1 
5th 12.57 13.29 12.41 20.1 21.2 19.8 
10th 15.69 16.15 15.32 25.0 25.8 24.4 
20th 21.70 21.32 20.79 34.6 34.0 33.2 
LIFE 10 


Percentage of 
Dividends to 
Gross Premium 


Dividends 
Payable in 


1925 1926 1932 1925 1926 1932 
Age 25—Premium $49.24 
lst 5.60 6.11 6.07 11.4 12.4 12.3 
5th 7. 88 8.32 8.22 16.0 16.9 16.7 
10th 11.17 11.50 11.28 32.7 23.4 323. 


Ss 
iv) 


Age 40—Premium $64.5 





lst 6.97 7.55 7.41 10.8 11.7 11.5 
5th 9.93 10.41 10.08 15.4 16.1 15.6 
10th 14.29 14.61 14.09 22.1 22.6 21.8 
Age 55—Premium $91.58 

lst 10.53 11.31 10.46 11.5 12.3 11.4 
5th 14.49 15.08 14.26 15.8 16.5 15.6 
10th 19.79 19.98 19.34 21.6 31.8 321.1 

ENDOWMENT 2 

Age 25 rtttert oe $48.15 

Ist 5.59 6.09 6.06 11.6 12.6 12.6 
5th 7.80 8.24 8.15 16.2 17.1 16.9 
10th 11.00 11.34 11.13 22.8 23.6 23.1 
20th 19.41 19.41 18.91 40.3 40.3 39.3 
Age 40—Premium $51.48 

Ist 6.77 7.36 7.22 13.2 14.3 14.0 
5th 8.97 9.50 9.18 17.4 18.5 17.8 
10th 12.23 12.65 12.12 23.8 24.6 23.5 
20th 20.42 20.42 19. ee 39.7 39.7 38.7 
Age 55—Premium $66.3 

Ist 10.18 10.98 10.12 15.3 16.5 15.3 
5th 12.81 13.51 12.64 19.3 20.4 19.0 
10th 16.21 16.63 15.83 24.4 25.1 23.9 
20th 22.86 22.86 22.35 34.4 34.4 33.7 


ENDOWMENT 10 
Percentage of 
Dividends Dividends to 
Payable in Gross Premium 
1925 1926 1932 1925 1926 1932 
Age 25—Premium $101.85 


Ist 6.37 6.85 6.79 6.3 6.7 6.7 
5th 11.68 11.98 11.76 11.5 11.8 11.5 
10th 19.48 19.48 18.98 19.1 19.1 18.6 
Age 40—Premium $104.18 

Ist 7.52 8.08 7.92 7.2 7.8 7.6 
5th 12. 76 13.11 12.73 12.2 12.6 12.2 
10th 20.48 20.48 19.98 19.7 19.7 19.2 
Age 55—Premium $113.74 

Ist 10.83 11.59 10.74 95 10.2 9.4 
5th 15.95 16.44 15.68 14.0 145 13.8 
10th 22.92 22.92 22.42 20.2 20.2 19.7 











Ss. P. LIFE 
Age 25—Premium iy 20 
Ist 7.98 8.32 8.1 2.0 2.1 2.0 
5th 8.34 8.68 8 49 2.1 2.2 2.1 
10th 8.83 aos 8.94 2.3 2.3 2.2 
20th 10.01 10.: 9.94 2.5 2.6 2.5 
Age 40—P remium $503.14 
Ist 9.49 9.82 952 a 2.0 1.9 
5th 10.01 10.33 9.94 2.0 2.1 2.0 
10th 10.78 11.10 10.57 2.1 2.2 2.1 
20th 12.66 12.95 12.30 2.5 2.6 2.4 
Age 55—Premium $656.12 
Ist 11.88 12.19 11.55 1.8 9 1.8 
5th 12.66 12.95 12.30 1.9 2.0 1.9 
10th 13.65 13.85 13.21 2.1 2.1 2.0 
20th 15.51 15.13 14.60 2.4 2.3 2.2 
Age 70—Premium $825.68 
lst 14.80 14.73 14.15 1.8 1.8 1.7 
5th 15.51 15.13 14.60 1.9 1.8 1.8 
10th 15.36 15.46 14.96 2.0 1.9 1.8 
20th 18.13 16.08 15.58 2.2 1.9 1.9 
ss. P. ENDOWMENT 20 
Age 25—Premiums $630.48 
lst 11.15 11.36 11.06 1.8 1.8 1.8 
5th 12.01 12.19 11.86 1.9 1.9 1.9 
10th 13.25 13.39 13.01 2.1 2.1 2.1 
20th 16.50 16.50 16.01 2.6 2.6 2.5 
Age 40-——Premium 9642.23 
Ist 11.37 11.61 11.25 1.8 1.8 1.8 
5th 12.20 12.41 11:99 1.9 1.9 1.9 
10th 13.43 13 3 60 13.09 2.1 2.1 2.0 
20th 16.50 16.50 16.01 2.6 2.6 2.3 
Age 55—Premium $696.16 
Ist 12.38 12.66 12.04 1.8 1.8 1.7 
5th 13.25 13.50 12.86 1.9 1.9 1.8 
10th 14.37 14.52 13.91 2.1 2.1 2.0 
20th 16.50 16.50 16.01 2.4 2.4 2.3 
. P. ENDOWMENT 10 
Age —Premium $801.44 
Ist "13.48 13.60 yh 1.7 1.7 1.6 
5th 14.71 14.78 14. 1.8 1.8 1.8 
10th 16.50 16.50 16.01 2.1 2.1 2.0 
Age 40—Premium $803.80 
Ist 13.55 13.69 13.27 1.7 1.7 1.7 
5th 14.74 14.83 14.36 1.8 1.8 1.8 
10th Pa 16.50 16.01 2.1 2.1 2.0 
Age —P Pree $816.10 
Ist "13.89 14.07 13.49 1.7 1.7 1.7 
5th 15.01 15.12 14.56 1.8 1.9 1.8 
10th 16.50 16.50 16.01 2.0 2.0 2.0 
5-YEAR TERM 
Age —Premium at. 60 
Ist 3.17 3.69 27.3 1.8 31.6 
— Pw 3.77 3 27.8 32.5 2.5 
Age —Premium $14.52 
Ist 5 34 3.96 3.83 23.0 27.3 26.4 
5th 3.41 4.06 3.78 23.5 28.0 26.0 
Age 55—Premium $30.22 


lst 4.34 5.17 4.30 14.4 17.1 14.2 
5th 5.00 5.87 4.91 16.5 19.4 16.2 

It will be noted (1) that the difference 
between the 1926-1931 scale and the pro- 
posed scale for 1932 is more marked at 
the higher attained ages and that the re- 
ductions in dividends at the lower at- 
tained ages is very slight, and (2) that 
the proposed dividends are materially 
higher than those of the 1925 scale at 
the lower attained ages and only slightly 
lower at the higher attained ages. The 
proposed adjustment of the 1926-31 scale 
is in harmony with our recent experi- 
ence. 


Ordinary Life, Cash Dividends per $1,000 


Age 25— Ratio % 
Decrease 
Policy 1926 Prapases De- 1926 scale 

Year Seale Seale crease Div —_ nds 

Deca 62 5.71 $ 5.68 §$ 0.03 5° 
See 7.10 7.04 0.06 o: 8 
Besaness 9.05 8.72 0.33 3.7 
Age 40— 

Bessces 7.08 6.95 0.13 1.8 
BOeccces 9.61 9.06 6.55 5.7 
C—O 13.24 12.46 0.78 5.9 
Age 55— 

Bb cwae a 10.88 10.01 0.87 8.0 

ae nested 15.39 14.53 0.86 5.6 
meecenes 18.93 18.35 0.58 3.1 


In the foregoing table the proposed 
reductions in dividends are expressed as 
percentages of the dividends according 
to the 1926-31 scale: 

The result of the proposed changes in 
the dividend scale may also be illus- 
trated by the following table, showing 
the maturity options for ordinary life 
policies on the accumulation plan ac- 
cording to both the 1926 scale and the 
proposed s¢ale for 1932: 


Ordinary Life Policies, Accumulation 
Plan—Basis $10,000 


Basis of Basis of Pro- 
1926 Scale posed 1932 Scale 

Cash Cash 
Age Payable Payable 

at Yrs. Ma- at Yrs. Ma- at 

Issue turesin Maturity tures in Maturity 
 - 35 $10,379.01 35 $10.252.90 
25. ° 3 10,408.04 33 10.258.14 
30.. 31 10.463.85 31 10.280.70 
35.... 29 10.534.47 29 10.306.77 
ie « 26 10.041.91 27 10,363.27 
Pisces 24 10,128.96 25 10.430.83 
50. 22 10,196.63 23 10.506.87 
55 20 10.219.58 21 10.583.10 
60.. 18 10,184.76 19 10,632.92 
icces oe 10,111.47 17 10,664.60 
70.. 14 10,013.59 15 10,702.68 
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Will Increase Its Capital 





Lincoln National Life Will Add Ma- 
terially to Its Financial Structure 
in Near Future 





The Lincoln National Life directors 
have passed a resolution to increase the 
capital stock by adding 250,000 addi- 
tional shares with a par value of $10 
each to be disposed of at such times and 
prices as the directors may determine 
but at not less than $50 a share in any 
event for the first 100,000 shares and not 
less than $10 a share for the remainder. 

The stockholders are asked to waive 
their rights on the first 100,000 shares. 
The present stockholders, therefore, will 
be allowed to subscribe to 150,000 shares 
at $10 a share which will add $1,500,000 
to capital. 

The additional 100,000 shares will be 
sold at $50 which will add $1,000,000 to 
capital and $4,000,000 to surplus. This 
will mean an addition of $6,500,000 to 
the financial structure of which $2,500,- 
000 will go to capital and $4,000,000 to 
surplus. 

The 100,000 shares will be disposed 
of by investment bankers to purchasers 
in various sections. As the directors 
say, this stock will be placed in new 
markets with investors with consider- 
able wealth, many of whom regard life 
insurance stocks with great favor as 
long time, permanent investments. The 
directors state that they anticipate that 
during the present year there will be a 
considerable number of opportunities to 
purchase the business of other life com- 
panies at much more attractive prices 
than have been offered for several years 
past. The directors say that the Lin- 
coln National desires to be in a position 
to take advantage of the opportunity. 
To do so it will be necessary to have 
additional surplus. 

Vice President Shepard says: 

“The use of investment bankers as a 
medium for the distribution of a portion 
of this new issue does not in any way 
imply that outside interests are buying 
control of the company. It is not con- 
templated that any large blocks of stock 
will be sold to any one interest. Rather 
the suggested program is undertaken 
with a view to securing a much wider 
distribution of stock for the benefit of 
both present and future stockholders. 
The actual corgrol of this company al- 
ways has been, and we believe will con- 
tinue to be in the hands of those ac- 
tively interested in the management of 
its affairs.” 





New York Life Promotions 


Directors of the New York Life at 
their meeting Wednesday voted to dis- 
continue the office of third vice-presi- 
dent. W. H. Pierson, C. H. Langmuir, 
G. M. Lovelace, W. P. Kingsley and 
William Macfarland were made second 
vice-presidents. Dr. L. F. Abbott was 
elected secretary and resigned as direc- 
tor. J. B. Smull was elected to the 
board to succeed Dr. Abbott. 





Takes Over Capital Life 


DURHAM, N. C., May. 14.—The 
Capital Life of Raleigh has been merged 
with the Home Security Life of Dur- 
ham. The two companies will operate 
under the Home’s name and from its 
office. The personnel of the Capital Life 
will join the staff of the Home. 

The consolidation gives the Home 
Life around $16,000,000 insurance in 
force. A. M. Moize is president; E. N. 
Moize and J. S. Hill, vice-presidents; 
G. W. Munford, secretary, and T. C. 
Worth, secretary and investment officer. 





The Bankers Reserve Life of Omaha 
has entered Virginia. It will have prin- 
cipal office in Roanoke, with Sidney E. 
Allen as state agent. 


Western & Southern’s Plans 


Field Advisory Council Confers with 
Home Office Officials as to Greater 
Program 





CINCINNATI, May 14.—The direc- 
tors of the Western & Southern Life of 
Cincinnati held an all day meeting 
Tuesday of this week to consider vari- 
ous recommendations of the field advis- 
ory council in connection with the ex- 
pansion program and also to consider 
plans for the addition to the home office 
building. The field advisory council is 
virtually a board of directors for field 
work and is something new in life insur- 
ance management. It consists of nine 
men from the field who make their rec- 
ommendations to the home office for 
improvement of the business. 
Will Make Philadelphia Survey 


A pension fund for the field and home 
office employes is proposed based on 
annual salary or income and the com- 
pany proposes to add 50 percent of 





whatever amounts up to certain limits 
are contributed by the employes. 

Next week a number of the officials 
are leaving for Philadelphia to survey 
that city and a number of surrounding 
points with a view to opening about 12 
new districts in Philadelphia and several 
others in eastern Pennsylvania. The 
company also contemplates expansion in 
Tennessee and certain cities of Missouri. 
About 75 agents will be promoted to 
assistant superintendents and 12 or 15 
assistants to superintendents to take 
charge of the work in eastern Pennsyl- 
vania. 

Will Raise Limits 

Another project under way is to raise 
the limits on industrial insurance to $1,- 
000 from ages 10 to 55; to $500 from 
ages 56 to 65; and to increase the weekly 
premium from 50 cents to 75 cents at 


ages 66 to 70. It is also proposed to 
issue a new policy called a “savings 
option endowment” on the industrial 


plan. 

The plan to write fire insurance on 
weekly premiums in some of the larger 
cities is under way for the Western & 
Southern Fire. 

Compensation to agents will be in- 
creased by the Western & Southern 
both in the way of special salary and 
by a different system of handling col- 
lections on the debits. The 35-year men 





9 





are made marshals of the Western & 
Southern Legion and they will also be 
given extra compensation, $10 a year 
for each year of service. 

The superintendents who are members 
of the council are: F. Brawley, Norwood, 
O.; L. F. Mackley, Toledo; E. L. Clair, 
Detroit; V. C. Neal, Cleveland; J. H 
Robson, Charleston, W. Va.; E. D. Por- 
ter, New Castle, Pa.; W. C. Whitney, 
Chicago; W. H. Sandweg, St. Louis, and 
C. J. Holloway, Richmond, Ind. 





American Central Moves 


The American Central Life is now 
transacting business in its handsome 
new home office building on Fall Creek 
boulevard in Indianapolis, the move hav- 
ing been made from the old home office 
building on Monument Place between 
Friday and Monday. There will be a 
formal opening of the building to the 
public later in the month. 





Reinsurance Life Moves 

The Reinsurance Life division of the 
Security Life of Chicago has moved 
from its old quarters on North Michi- 
gan avenue into the home office of the 
Security, and now is located in room 
2100 on the floor directly below the Se- 
curity. 








The 











ay Horoscope 


The Emerald is the May birth stone. 


People born in this month are of a happy, op- 
timistic and generous disposition. 


They have fine memories, are not very easily 
aroused to anger, but when goaded are some- 
times moved to fits of violent passion. 


Yellow and red are the lucky colors for May 


and should always be worn. 


May people are gifted with a lively imagination 
and a natural eloquence, and seem born for 


leadership. 


Men of this month who are engaged in the life 
insurance business make successful General 


Agents and Executives. 


However, the influence of companionship 
sways May people to a remarkable degree and 
consequently, if you are a life salesman but not 
now under contract the stars are cautioning 
you to select a Company that will afford you 
plenty of opportunity for advancement and a 
harmonious association—such as the Royal 


Union offers. 


Royal Union Life Insurance Company 


Des Moines, lowa 


A. C. Tucker, President 
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Hartford Carriers 
Eye Jumbo Risks 


(CONTINUED FROM PAGE 3) 
come according to G. E. Bulkley, vice- 
president Connecticut General Life. The 
Connecticut General, for instance, will 
insure a person for an amount not to 
exceed approximately 15 times his in- 
come if he is under 30 years of age and 
five times his inco--e if he is over 60. 

Working on somewhat similar plan 
the Aetna Life will insure a person in 
the middle stages of life for only 10 
times his income; that is to say, up to 
45 and then on a sliding scale to five 
times his income at 60. These rules 
hold on strictly personal insurance, of 
course, business insurance varying some- 
what in each case. 

There is also another plan which has 
found popular favor and which in some 
cases used with the above. This is 
to allow an applicant to purchase in- 
surance, the premium on which is not 
more than 20 percent of his yearly in- 
come. 


is 


Hazards Play Big Part 


‘here are several hazards which play 
an important part in all cases and must 
be considered. “Take the case of the 
person who has extended real estate 
holdings,” Mr. Bulkley pointed out. 
“This business will not return to nor- 
mal for some time and then only grad- 
ually. If in the near future this appli- 
cant finds he cannot hold on and his 
business must be liquidated, is he finan- 
cially, morally and mentally responsi- 
ble? Will he take the easy way out or 
will he stand squarely on his two feet 
and start over again? It seems there 
is a great hazard in overinsurance. It 
is a hard thing to point out to men in 
the field but it and many com- 
panies have considerable of it on their 
books and as it has been said, insurance 
in itself creates suicide, it can easily 
be seen what it means from an under- 
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Splendid opportunities are 


employment every year. 
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writing standpoint to have much over- 
insurance.” 

The Aetna Life reported little or no 
change in big risks partially due to the 
fact that in 1928 it adopted a cautious 
attitude in its underwriting. This was 
followed in 1929 by the two year sui- 
cide clause which has worked out very 
favorably, a plan which most companies 
will follow soon, it is believed. Before 
accepting big applications the Aetna has 
even gone so far as to ask for a finan- 
cial statement. It is pointed out that 
this is a fair way to judge the applicant 
and that if he were to go to a bank to 
do business the same request would be 
made. 


Report Little Bad Effect 


The Connecticut Mutual Life, which 
has had the two year suicide clause 
since July, 1930, reported no material 
mortality increase. It uses the sliding 
scale, more or less, and that like others 
it has found that suicides have been 
increasing for the past five years. 

Although the experience of the Phoe- 
nix Mutual Life is at present fairly 
normal, general conditions have made 
it more cautious. The satisfactory mor- 
tality of the company this year has not 
been unfavorably effected by any undue 
number of suicides or large claims, offi- 
cials said. 


Disability Issue 
Shown by Figures 


(CONTINUED FROM PAGE 3) 


disability policyholders do not suffer so 
much as it would seem, since if it were 
not for the volume of business result- 
ing from the writing of disability, the 
relatively increased overhead and ac- 
quisition costs would go far to offset 
any such savings. 

Last year’s experience is hardly a fair 
measuring stick for the working of the 
new disability rates and standard clause 
because of the big drive for business at 
the old rates and provisions so far over- 


Lowest guaranteed premium 
rates offered by any 
United States Company 


afforded by this expanding 
company to men of charac- 
ter andambition. 52 weeks 


shadowed the amount of business writ- 
ten during the last half of the year, but 
even taking that fact into account dis- 
ability experts are by no means certain 
that another upward revision of rates 
may not be necessary. 

In view of experience in other lines, 
notably health insurance and automobile 
liability, it may be questioned whether 
boosting disability rates to a point that 
would make an underwriting profit cer- 
tain would not increase the selection 
against thec ompany to such an extent 
that the final result would be worse than 
at present. If such were the case fu- 
ture policies might have to be modified 
in their provisions perhaps in addition 
to being increased in rates. 


Wimbish Gets Promotion 


C. C. Wimbish has been appointed 
assistant agency manager of the Pilot 
Life. He has been connected with the 
Pilot since 1916. For some years he 
has been the president of the O. Henry 
agency, Greensboro, the Pilot’s largest 
agency unit. Mr. Wimbish was man- 
ager of the accident and health depart- 
ment until its recent sale to the Inter- 
Ocean Casualty. Since then he has been 
agency supervisor in the Virginias and 
District of Columbia. 


Tyrrell Heads Vigilantes 


H. F. Tyrrell of the Northwestern 
Mutual Life has been asked by Presi- 
dent C. S. S. Miller of the Insurance 
Advertising Conference to serve as 
chairman of the vigilance committee to 
take cognizance of affronts to insurance 
agents by cartoonists or others who 
cast derogatory reflections on producers. 
The subject was discussed at the south- 
ern regional conference of the Insurance 
Advertising Conference and specific af- 
fronts were mentioned. There was, for 
instance, a sign on a Hollywood studio 
which warned: “Canvassers, bootleggers, 
beggars and insurance peddlers keep 
out. 











May 15, 1931 
Changes Are Made in Annual 

Financial Statement Blanks 
COMMITTEE SESSION IS HELD 


National Convention of Insurance Com- 
missioners Announces Some Amend- 
ments to the Present Form 


NEW YORK, May 14.—Deposits in 
suspended banks, less whatever amount 
it is estimated will be recovered, will be 
a new item in the annual statement 
blanks for all insurance companies, it 
was decided among other questions by 
the committee on blanks of the National 
Convention of Insurance Commissioners 
meeting here. The chairman is W. A. 
Robinson of the Ohio department. 

The purpose of this additional item, 
which will be under non-admitted as- 
sets, is to have companies put them- 
selves on record as to how much they 
estimate they will lose as a result of 
such deposits. 

Other Changes Made 


It was decided to put back in the stock 
fire blank the item of disbursements 
“net amount paid for losses in previous 
years,” which was eliminated from the 
1930 blank. Stock and mutual fire com- 
panies will also be required to distin- 
guish in their reports between expenses 
for losses and for loss adjustments. This 
item already in the miscellaneous 
blank. Items 12-20 in the life blanks 
will hereafter be lumped as one item. 
Schedule 8 will be eliminated from fire 
blanks as the information it requires is 
demanded by the laws of only a few 
states. Several minor changes were 
made in the blanks of fraternal and as- 
sessment organizations. 


Is 


All books used for Chartered Life 
Underwriter degree sold by The National 
Underwriter. 
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NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
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Indicted in Stock Deal 
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mend- 4 as representing the value of stock in a cor- 

Offers Juvenile Policies | poration in trading it to two men for 

m stock in another corporation. 

Richest Benstle Lille Anneunces Phen In one of the two counts contained in 

eae : : the indictment, Wilson and Merritt are 
osits in for Insuring Boys Between 10 and charged with obtaining by misrepresen- 
amount 14 Years Old tation 15 shares of capital stock in the 

_— be United States Reserve Insurance Cor- 
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Mrs. Armour Puts Over 
$2,000,000 in Annuity 





One of the greatest boosts which the 


income features of life insurance ever 
has received is at the hands of Mrs. 
J. Ogden Armour, widow of the great 


Chicago financier and meat packer. Mrs. 
Armour has just completed a transac- 
tion in which she transferred $2,150,000 
to four life insurance companies in re- 
turn for an assured future. 

When Mr. Armour died, 
tragically heavy losses, Mrs. Armour 
threw her personal fortune into the 
breach to help pay creditors. Practically 
all she got out of the estate was some 
stock in an oil cracking process, the 
value of which was doubtful. It is only 
a few months now since the value ol 
that stock skyrocketed and Mrs. Ar- 
mour sold out her interest for over $8,- 
000,000. 

Now she has taken one-quarter of her 


following his 


entire estate to invest in the combina- 
tion life insurance and annuity contract 
which gives a guaranteed return plus 


assurance of any surplus interest plus a 
guaranteed market value. 

This is the contract originally 
duced by the Sun Life of 
only recently withdrawn by that com- 
pany. The Travelers is reported to have 
taken $1,000,000, or approximately one- 
half of the Armour contract; the Penn 
Mutual Life $500,000 and the New York 
Life and Prudential each $250,000. The 
deal is reported to have been 
by the Chicago office of Marsh & Mc- 
Lennan, general insurance agency. It 
is said this is the largest single contract 
of this type ever sold. 


Mutual Benefit Men Meet 


General agents of the Mutual Benefit 
Life from Nebraska, lowa, Kansas, Col- 
orado, Minnesota and Illinois attended a 
three-day conference in Home 
office present included ). R 


intro- 


Omaha. 
men 


Canada and | 


handled | 


11 


| Agents Convention Program 
of Massachusetts Mutual 


Estates Today to 
Meet the Needs of Tomorrow,” is the 
theme of the Massachusetts Mutual 
agents convention to be held June 15-17. 
President W. H. Sargeant is to give 
the address of welcome. G. E. Lackey, 
general agent of the Massachusetts Mu- 
tual in Oklahoma City and president of 
the National Association of Life Under- 
writers, will be introduced. J. W. Yates 
of Detroit, president of the agents as- 


“Building Better 


sociation, will tell the convention ob- 
jective. “How to Keep a Live Pros- 
pect File,” is the subject of John W. 
Tyson, Memphis; “Planning Tomor- 
row’s Success Today,” is the topic of 
W. W. Winslow, Providence; “Why 
People Buy Life Insurance,” F. J. Lit- 
tle, Detroit. 

Other speakers are to be H. W. Ab- 
bott, Pittsburgh; L. E. Simon, New 
York; A. T. Maclean, second vice- 


president and actuary; K. F, Comstock, 





of the Keane-Patterson agency; W. H. 
Ackleman, Indianapolis; B. H. Wulfe- 
koetter, Cincinnati; A. D. Lynn, Wich- 


| ita; Alberta Allen, St. Louis; R. W. 
Dozier, Oklahoma City; A. J. Thomas, 
Davenport. 

The woman's auxiliary association 
session is to be in charge of Mrs. Lena 
L. Forrest, Detroit, while the begin- 
ners meeting is to be in charge of C. 
R. Smith, Detroit. 


| Hardin, president; Oliver Thurman and 
| J. S. Thompson, vice-presidents, and W. 
H. Beers, special agency assistant 

Mr. Beers addressed the Omaha Life 
| Underwriters’ Association on “A-I-R 
| Route.” 
| “The formula, A-I-R, represents the 
| controlling factors in production of life 
| insurance,” he said. “A stands for av- 
erage policy, I for number of interviews, 
|} and R for ratio of sales to interviews 

“All of them, multiphed together, 
equal successful production.” 
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Overlooking th 


Muvucu has been done to prepare life 
insurance agents for their work. There 
has been a notable improvement in in- 


surance salesmanship, both in the man- 


ner in which the subject has been 
brought to the public and the greater 
ability agents evince in diagnosing a 


man’s needs and applying life insurance 
to them. The old hit and miss method 
of soliciting, the lack of proper knowl- 
edge and the feeling that any one could 
take a rate book and write life insurance 
are to a very large extent relics of the 


past. Due to more intelligent prospect- 
ing and soliciting, life insurance has 
risen in the estimation of the public. 


People have a greater respect for it and 
know more about it. They realize that 
it can be applied to personal and busi- 
ness needs in a way that is most helpful 


and enables men to carry out programs 


successfully which they would not be 
able to do otherwise. 
In our educational methods we have 


been intrigued by their application to 


life insurance service but we have em- 
phasized probably too much plans to be 
followed in writing large cases. Much 
attention has been given to the courses 
pursued by large producers. We have 
had much educational literature devoted 
to inheritance and estate taxes, the use 
of life insurance to take care of income 
tax in case of death, the making of wills, 
the planning for 
large amounts of insurance, etc. This 
material has been most valuable in help- 
ing large producers and in creating big- 
ger producers out of smaller ones. 

A mistake probably has been made in 
emphasizing the usefulness of this ma- 
terial for all life insurance men. As a 
matter of fact the really large producers 
The great ma- 


the creation of trusts, 


are limited in number. 


e Rank and File 


jority of life insurance salesmen do not 
come in contact with men of large af- 
who afford to pay for big 
amounts of insurance. They are not 
confronted with the intricacies and com- 
plications of personal and business life 
that require very expert handling. Their 
big job is to sell a man a few thousand 
dollars of life insurance to take care of 
his family, at least in a partial way, if 
he dies. The simple, plain argument is, 
“If you die your family will get $5,000 


fairs can 


from our company.” 

Anyone can understand a statement of 
that character. We must not overlook 
the service rendered by life insurance 
salesmen who are selling $1,000, $2,000, 
$3,000 and $5,000 policies. They are just 
as important, and even more so to the 
general run of mankind, than the mil- 
lionaire producer. A few thousand dol- 
lars at death in a modest family means 
much. 

Ofttimes we shoot over the heads of 
the ordinary He is a hard 
worker, a plodder, a man who comes in 
contact with the rank and file. His 
clients are not those who have large in- 
If he sells a $25,000 policy it is 
a big event. We must not overlook, 
therefore, in our educational literature 
and training courses the salesmen who 
are writing by far the greater number 
The average policy is not 


producer. 


comes. 


of policies. 


large. Many of the salesmen in large 
cities, for example, sell small policies. 
They are carrying the gospel to the 


great number of folks. They are doing 
a constructive piece of work and need 
every encouragement and support in 
that work. 

Let us then from time to time keep 
the smaller producers in mind and give 
them special help. 


Fortitude Needed These Days 


In these days an individual needs faith 
and courage above everything else. 
Naturally he must have intelligence and 


ambition. However, when conditions are 
bad it is the man of fortitude who can 
withstand the attacks. 





| PERSONAL SIDE OF BUSINESS 











superintendent life 
maturity department Pacific Mutual 
Life, has been appointed assistant secre- 
tary of the company. He has been with 
the Pacific Mutual since 1902. 


R. M. Crosher, 


Franklin Mann was honored at a ban- 
quet on his 20th anniversary as general 
agent in Omaha for the Northwestern 
Mutual Life. Mr. Mann also is presi- 
dent of the Agency Managers Associa- 
tion of that city. Talks were made by 
M. J. Cleary, vice-president of the com- 
pany; Herman Fricke, Dr. W. F. Mil- 
roy and Ralph Thiesen, the latter of 
Lincoln. 


Dr. J. R. Neal, medical director of the 
Abraham Lincoln Life, was elected 
president of the Illinois State Medical 
Society at its annual meeting in East St. 
Louis. The past year Dr. Neal served 
as chairman of the medical legislation 
committee of the state society and he 
has long been prominent in its affairs. 

He is chairman of the program com- 
mittee for this year’s meeting of the 
medical section of the American Life 
Convention in Washington, D. C., next 
week and has been complimented on the 
excellent program prepared for that 
gathering, which promises to set a new 
record tor’ the medical section. He is 
also president of the Health & Accident 
Underwriters Conference. 

H. G. Carlin, chief investigator of 
claims and inspector of risks for the 
Illinois Life, died suddenly Monday 
morning, at a Chicago hospital, after 
an illness of three months. For some 
time previous to his connection with the 
Illinois Life he had been associated with 
Judge J. H. Wilkerson and R. F. Pot- 
ter as investigator. He joined the IIli- 
nois Life Aug. 15, 1917. He was in his 
62nd year. 

Funeral services were held Saturday 
for P. G. Gorton of the firm of Gorton 
& Co., agency managers of the Con- 
necticut General Life in Hartford, who 
died of apoplexy at his home. He was 
born in Bloomfield, Conn., in 1863. He 
started in the insurance business at the 
home office of the Charter Oak Life. 
Later he joined the Travelers and in 
1901 became general agent of the Con- 
necticut General, joining the firm two 
years later. 

Dr. G. E. Decker, president of the 
Register Life of Davenport, being 
honored by the agents this month in 
recognition of his 25 years of service 
with the company. This year “Decker 
Month” has special significance because 
it also marks Dr. Decker’s 25th anniver- 
sary with the Register Life. The Reg- 
ister Life’s new business” for the first 
four months is 20 percent ahead of the 
same period last year. April new busi- 
ness was 45 percent greater than April 
of last year. 

Dr. Decker was first associated with 
the Register Life in 1907 as medical di- 
rector. He became a member of the 
board in 1913. On Dec. 3, 1915, he was 
elected president. Dr. Decker has long 
been prominent in Davenport’s leading 
business and civic enterprises. 

The agents of the Indianapolis Life 
are hustling this month in honor of 
President Frank P. Manly. There is a 
five weeks’ contest. During the first 
two weeks the quotas were $625,000 and 
$750,000. The production reached $682,- 
000 and $820,000 respectively. 


is 


Horace E. Storer, assistant agency 
manager at Indianapolis for the Bank- 
ers Life of Des Moines, was married 
recently to Miss Billie Mae Kreider. 

Sparse population was not a deter- 
rent to Grant Taggart, veteran Western 
States Life agent at Cowley, Wryo., in 








New Official 














HERBERT L. DAVIS 
District of Columbia Superintendent 


H. L. Davis, who has been appointed 
superintendent of insurance for the Dis- 
trict of Columbia, is regarded by mem- 
bers of the bar as a judicial officer who 
performed duties of the greatest delicacy 
and importance without criticism. In 
the field of court referee Mr. Davis dis- 
played a technical proficiency that won 
him much praise. He exhibited rare 
courage and ability in his work. He 
acted as referee in the dissolution of the 
First National Fire of Washington, D. 
C. He is author of the treatise, “Legal 
Accounting and Court Auditing.” He is 
the associate editor of “Trust Companies’ 
Magazine” of New York. Showing his 
discrimination the new superintendent 
shortly after entering on his duties said 
this about The National Underwriter: 

“I regard this magazine as one of the 
outstanding professional journals in the 
United States. It is a recognized leader 
in the education of the insurance frater- 
nity to a full realization of the usefulness 
and the practicality of the profession of 
insurance.” 








1930. Despite the limited population of 
10,000 in that section Mr. Taggart wrote 
and paid for $1,225,000 of new business 
last year in 225 applications. He has 
been with the Western States 17 years 
and has been its leading producer for 
several years. 

The Pacific States Life has designated 
May as “Miller month,” in honor of 
J. M. Miller, who has been agency sec- 
retary since the establishment of the 
home office in Hollywood six years ago. 


June has been designated “Cochran- 
Mier anniversary month” by the Pacific 
Mutual Life in honor of President G. I. 
Cochran and Vice-President R. J. Mier. 
June 29 will be Mr. Cochran's 25th an- 
niversary as president and June 21 will 
mark the completion by Mr. Mier of 
50 years of service. 

A. C. Larson, Madison, 
agent Central Life of Iowa, has been 
elected potentate of the newly organ- 
ized Zoe Temple of the Mystic Shrine. 


The American Bankers has appointed 
J. L. Glazier, Los Angeles, California 
manager in charge of both life and acci- 
dent business, succeeding A. G. Mc- 
Kinnon, who resigned to devote his en- 
tire time to his own company, the Unity 
Mutual Life, a Los Angeles assessment 
organization. 
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NYNL 
R. H. Carter and V. L. Thompson, life insurance men of 
high standing and years of experience, were recently 
appointed as NYNL managers for Arkansas. They wrote 
and placed in the Arkansas Gazette an advertisement 


announcing their appointment, from which the following 
is taken: 


Cow. picked the Northwestern National 


Life for the following specific reasons: 


1. Age, size, strength and reputation in 
all of which respects the Northwestern 
National ranks among the first ten per 
cent of American Legal Reserve Com- 
panies. 


2. Sound and conservative investment 
program. Forty-four per cent of total 
assets in high grade bonds and cash, 
bonds showing present market value 
substantially higher than purchase price. 
No part of legal reserves invested in 
stocks of any character. 


3. Offers both participating and non- 
participating insurance at exceedingly 
favorable rates to policyholders. 


4. Highly developed agency training pro- 
gram, especially valuable to new men 


in the life insurance business. %9 


NORTHWESTERN: NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacswext 


STRONG~- Minneapolis Minn. ~ LIBERAL 
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Nylic Agents paid for $900,897 ,700 of new insur- 
ance in 1930. Of this total 97.1 per cent was 
on Life and Endowment forms; only 2.9 per 
cent was Term insurance. These ratios, par- 
ticularly in the present economic situation, 
demonstrate that Nylic Agents are success- 
fully trained to sell the more substantial 
forms of insurance. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 





OAT Aaa ele are a «@ 





LIAN ANT QE SANE (ON (ONT (ON 1 ONT (ONE ION I ONE (OE ONE ONE ONE (ONE ONTO ON OVE ONT ONE ONE (ONT ONE IONE QE IONE QE ON E/N (ON (0\5 0 0. 8 


Tater 


a 


TOWIOWTOLY WEY SE DL UL A 


TLE Ml, Ln WL SE Sl A 


COMnA SEIEC MEIC MEA SEE SRI NIECE SEO NEON MOEA NOONAN ELIA NEA NEI RIE NE SEA IE NEC SEE? MEDI NIE SEE? NEI EE? NEE? MEI ET? 














14 


THE NATIONAL 


UNDERWRITER 











"'der the direction of Jack Warshauer, 








| LIFE AGENCY CHANGES 











D. G. Bechtel Takes Tri-Cities 


Equitable Life of Iowa Moves Field 
Supervisor to Davenport in 
Permanent Charge 


D. G. Bechtel, home office field su- 
pervisor, Equitable Life of lowa, has 
taken charge of the Tri-Cities agencies 
permanently. Mr. Bechtel will move 
trom Marshalltown to Davenport. He 
is well known in insurance circles, hav- 
ing visited most of the agencies of the 
Equitable Life of Iowa and the Central 
Life of Des Moines. Previous to his ap- 
pointment with the Equitable Life Mr. 
Bechtel was field superintendent for the 
Benefit Association of Railway Em- 
ployes of Chicago and before that was 
with the Equitable Life of New York in 
Des Moines. When Roy H. Heartman 
was made sales director of the Central 


Life Mr. Bechtel went with him as his 
assistant. 
K. C. Snyder 
K. C. Snyder has been appointed man- 


ager of the Chicago branch office of the 





| at 


Detroit Life which has just been estab- 
lished in the Insurance Exchange. Mr. 
Snyder formerly was manager of the 
Atlantic Life in Chicago. The office 
now quartered with Joyce & Co. will 
move into A-617 Insurance Exchange 
soon. 


C. G. Williams, C. B. McClure 


C. G. Williams has been appointed 
general agent of the Minnesota Mutual 
at Mitchell, S. D. He started with the 
Provident Life at Bismarck in North 
Dakota and then went to the White & 
Odell agency of the Northwestern Na- 
tional Life in Minneapolis. C. B. Mc- 
Clure has been appointed general agent 
Amarillo, Tex. He has been repre- 
senting the Farmers & Bankers Life of 
Wichita as supervisor and general agent. 


L. J. Hoffman 


L. J. Hoffman, former manager and 
vice-president of the J. M. Hoffman 
Realty Company, Brooklyn, has been 


appointed a special representative of the 
Brooklyn National Life. He has been 
assigned to the home office agency un- 





general agent. Mr. Hoffman is well 
known in Brooklyn and Long Island 
not only because of his real estate con- 
nection but also by reason of his asso- 
ciation with the National Title Com- 
pany and the Brooklyn Daily Eagle. 


N. E. Hightower, D. D. Johnson 


N. E. Hightower, formerly of the 
New York Life in Cleveland, has been 
appointed manager of the Cleveland 
branch of the Bankers Reserve Life of 
Omaha. Mr. Hightower’s earlier ex- 
perience was with the Remington-Rand 
Company at Seattle and Cleveland. 

The Bankers Reserve has appointed 
D. D. Johnson, formerly general agent 
of the Provident Life & Accident, as 
manager at Youngstown, O. 


W. M. Becker, Jr. 


W. M. Becker, Jr., has been named 
general agent in St. Paul for the Massa- 
chusetts Mutual Life, succeeding G. B. 
Graves. Mr. Becker has been with the 
company 14 years. 


_W. L. Harvey 


W. L. Harvey, formerly manager of 
the St. Paul agency of the Lincoln Na- 
tional Life, has been appointed general 
agent of the Minnesota Mutual Life for 
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- One Thirty Four North LaSalle Street —_ + 





: SUCCEED with SECURITY! 


For twenty-nine years hundreds of aggressive 
fieldmen have found our General Agency 
and District Manager's contracts the keynote 
of assured success for them... they know why 
a Security Contract means contact where 


OVER ONE HUNDRED THIRTY-THREE MILLIONS IN FORCE 
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J. H. KEMP 


J. H. Kemp, district agent North- 
western Mutual Life at Wayne, Neb. 
since 1914, has been appointed general 
agent to succeed the late U. S. O'Con- 
nor of Stockton, Cal. Mr. Kemp was 
born in Ohio in 1881. For 12 years pre- 
ceding his entrance into the life insur- 
ance business, Mr. Kemp was engaged 
in teaching. He was superintendent of 
schools at Wayne for five years. 


Cincinnati territory with offices in the 
First National Bank building, Norwood, 
Ohio. 


L. A. Alexander 


L. A. Alexander, who was Kansas 
manager for the old International Life 
for 19 years, has been appointed man- 
ager of the Topeka branch office for 


the American Reserve Life of Omaha. 
His headquarters will be in the New 
England building. He will have juris- 
diction over eastern Kansas and west- 


Missouri. 


ern 
W. P. Connor 
W. P. Connor has been appointed 


Chicago branch manager of the Manu- 
facturers Life of Canada, following the 
resignation of M. A. Goldstein. Mr. 
Connor has been connected previously 
with the Manufacturers and being 
transferred from another post in Canada. 


+ 
1s 





Life Agency Notes 











Evans, Fletcher & Co. of San Antonio 


have been made branch managers for 
the United Fidelity Life of Dallas 

The Mid-Continent Life is establishing 
an agency in San Antonio, Tex., at 1110 
Alamo National Bank building 

The California State Life has opened 
an office in San Diego in the Common- 
wealth building, with T. F. Hegan as 
district manager. 

F. S. Mack, who has been supervisor 
for the upper peninsula of Michigan for 
the Detroit Life for several months, has 


n- 


been promoted to supervisor for the 


tire state 

Fr. J. Woehnker, former St. Louis su- 
perintendent, has been placed in charge 
of the Kokomo, Ind., district of the West- 
ern & Southern Life. Wm. Klusmeter, 
Kokomo, Ind., has been placed in charge 
of the St. Louis South district. 

L. C. Odell, son of C. M. Odell, presi- 
dent of the Burma-Vita Company, man- 
ufacturers of Burma-Shave of roadside 
fame, and a former member of the firm 
of White & Odell, Minnesota state agents 
for Northwestern National Life of Min- 
neapolis, has become a full-time agent 


with that agency. Young Mr. Ode!!, who 
a graduate of the University of Min- 
nesota, has been selling road building 
material for the past two years. 


is 
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State Mutual Men Gather 


President Bullock and Others From 
Home Office Meet General 
Agents at Chicago 








General agents of the State Mutual 
of Worcester from a large area in the 
central west attended a meeting at the 
Edgewater Beach hotel in Chicago at 
which a large delegation of home office 
officials was present. President Chand- 
ler Bullock headed the contingent and 
spoke on business conditions. Vice-pres- 
ident Stephen Ireland discussed “Per- 
sistency,” Vice-president R. B. Gordon, 
“Life Underwriting Problems,” I. T. F. 
Ring, general counsel, trusts and settle- 
ments, Charles R. Fitzgerald, actuary, 
gave his side of the 1931 picture, and 
James H. Eteson, assistant superinten- 
dent of agents, discussed field matters. 

The theme of the two-day meeting, 
which was sponsored by the general 
agents and not the home office, was 
“Conservation.” Subjects discussed at 
round-tables were: Development of an 
agency organization; how to get new 
men into production more quickly; how 
to increase the production of established 
agents. 

R. J. Wiese, Chicago general agent 
and president of the general agents’ 
association, was general chairman and 
presided. A dinner was tendered the 
field men Monday by the home office 
men. 

Bernard Named Supervisor 

Horace D. Bernard, who has been 
with the Missouri State Life in the 
home office and the Chicago agency 
eight years, has been appointed district 
supervisor in the Chicago agency of the 
Franklin Life. Mr. Bernard’s experi- 
ence includes special agency activity in 
salary savings and group insurance, as 
well as conservation work. He was the 
Missouri State Life’s home office agency 
supervisor in accident and health sales 
in St. Louis territory and has had valu- 
able experience in recruiting and train- 
ing new agents. 

The Chicago agency of the Franklin 
Life, of which F. J. Budinger is general 
agent, is building a strong organization. 


Student Plan Ruled Out 


Superintendent Warner of Ohio has 
disapproved the insurance writing plan 
used by H. O. Merle, formerly of Ithaca, 
N. Y., who went to Ohio some time ago 
from Illinois and began to write insur- 
ance on students at Ohio State Uni- 
versity. A note for 30 months was ac- 
cepted for the first year’s premium, the 
second premium not to come due until 
13 months later, allowance being made 
for the days of grace. Judge Warner 
held that the plan was an inducement 
and ruled against its continuance. 


E. H. Hanson Resigns 


E. H. Hanson, Chicago manager of 
the United States Life for a year, has 
resigned to engage in specialty manu- 
facturing with a brother. He has had 
some 14 years’ life insurance experience. 
Announcement of a new manager at 
Chicago will be made soon. 


Bruchholz’s Branch Wins 


The clearing house branch, Frederick 
Bruchholz, director, won first place 
among the Chicago New York Life 
branches in the February-March-April 
contest by writing $2,945,350 in new 
business, exceeding its allotment by 26.4 
percent. 














Group Man Appointed 


F. H. Haviland, Chicago manager for 
the Connecticut General, announces 





that Ralph Low has been added as a 
group department salesman out of the 
Chicago office. This is the second 
group man added to the Chicago office 
recently, the first being Herbert Ellin- 
wood. They are home office group 
men assigned to assist agents in the 
Chicago area. 


The Russian Independent Mutual Aid, 
a fraternal at 5017 Berenice avenue, Chi- 





cago, has been licensed in Illinois. 


Bill Now Before Governor 
Massachusetts Act, If Signed, Will 
Permit Life Companies to Invest 
in Bank Stocks 








BOSTON, May 14.—Life companies 
would be permitted to invest in bank 
stocks in Massachusetts, if a bill now 
before Governor Ely of this state is 





signed by him. The bill provides that 
life companies may invest up to 2 per- 
cent of their reserve in any one bank 
stock, if the bank has paid a cash divi- 
dend of not less than 4 percént in each 
of the five years preceding the time 
of the investment. No life company 
may acquire more than 10 percent of 
the stock of any one bank and life com- 
panies may not invest more than 2% 
percent of their reserves in this field. 
The banks may be either New England 














LIFE AGENTS 


Since the inceptron of Life 
Insurance members of your pro- 
fession have been instrumental 
in insuring the success of their 
Often times to the extent 
that they have forgotten that they 
too would some day have to meas- 
ure their own success. 
your case. Are you satisfied that 
you are successful or that you are 


clients. 


becoming. so? 


immediately in order that we may 
show you how wecan insure your 
success, at the same time insur- 
ing the success of your clhentele. 


Address your communications to 


The Minnesota Mutual Life Insurance Company 


St. Paul Minnesota 


Analize 


If not, write us 

















MARYLAND!!! 





General Agency positions open at, 
CUMBERLAND. 
FREDERICK 


Excellent territory—Special 


HAGERSTOWN 
ROCKVILLE 


Home Office Cooperation 


George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


WESTMINSTER 


Direct Contract—Wholehearted 
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Put the SALES MESSAGE over 
PERSONALLY and PERMANENTLY 


Most of what is said goes 


in one ear and out the other! 


WORD<« Ry. 


WORDs 
WORDs 


¥ 





Especially prepared for the exclusive use of 
' representatives of the 


AMERICAN CENTRAL 
LIFE INSURANCE COMPANY 


INDIANAPOLIS 


Guaranteed 


“Guaranteed 
Low Cost” 


Benefits 


HERBERT M.WOOLLEN 
President 


NATIONAL | 








An UNUSUAL CONTRACT 
will be offered to 


An UNUSUAL MAN 


—is a producer 

—can organize 

—is, of course, honest 

—has three years of experience 


wa wore 


—needs no financing 
—needs no yon my account or salary 
—needs no office expense 


BUT 

will accept Home Office help in the appointment of 
new Agents under him for whom he will not be re- 
sponsible financially and yet on whom he will re- 
ceive overwriting Commissions as high as $4 per 
thousand and long time Renewals 
It is rated “A” by Best 
Its rates for Insurance are extremely low 

Age 35 Ordinary Life Net Cost 

irst year per thousand $17.85) 
It writes all latest forms—Participating only— 
including an improved Family Income form; also 
Juvenile 
Has over $135,000,000 in force. 
The Company desires especially to eas Indiana, 
Illinois, North Carolina and Texas 
Experienced field men to help the man selected to 
build a real agency in which the Renewals are 
NON-FORFEITA 


WHO: 


WHO: 


THE COMPANY 


TERRITORY 


ASSISTANCE 
LE. 


You have no present connection, or you: have a real 
reason for leaving your present connection and are 
not at fault yourself, we are not interested. Write 
fully about yourself. We will not communicate 
with references until after interview. Write S-32, 
The National Underwriter. 


WE WANT AN UNUSUAL MAN 


UNLESS 
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national banks or Massachusetts trust 
companies. 


Celebrate Third Anniversary 


In cooperation with the Theodore 
Riehle effort, the H. J. Johnson agency 
of the Penn Mutual Life in Pittsburgh 
at its third anniversary celebration out- 
lined plans for making May the biggest 
month the agency has ever had. 

Home office speakers at the meeting 
were Dr. S. B. Scholz, medical director; 
George R. White, actuary, and Osborne 
Bethea, assistant to the vice-president, 
who spoke on new selling angles. 





Boston Actuaries Meet 


A dinner meeting of the recently or- 
ganized Actuaries Club of Boston was 
held last week with 22 members present. 

The discussion, in charge of J. M. 





Powell, president Loyal Protective, was 
devoted “ the effect of business con- 
ditions on new business, policy claims 


and the termination of old policies. 

The club holds its meetings on the 
first Wednesday of March, May, Octo. 
ber and December, each meeting being 
in charge of a chairman who holds office 
for one meeting only. The two pre- 
vious meetings at which the club was 
organized were conducted by H. B, 
Dow, actuary New England Mutual Life, 
and by L. H. Howe, actuary John Han- 
cock Mutual Life. The secretary is H, 
A. Grout, John Hancock. 





Eastern Notes 


The Boston Board, at a special meet- 
ing this week, voted to incorporate un- 
der the laws of MassSachusetts. 

Plans for a banquet by the Insurance 
Seciety of Baltimore have been aban- 
doned and an outing this summer wil] 
take its place. 











IN ‘THE MISSOURI VALLEY 











Nebraska Bills Are Signed | 





Governor Passes Bill Covering Com- 
panies Mortgage Investments, Also 


Fraternal Act 





Govertior Bryan of Nebraska _ has 
signed the bill covering mortgage in- 
vestments of insurance companies, un- 
der which the state bureau is empowered 
to authorize extension of real estate 
mortgages beyond five years, but not to 
exceed an additional seven years. 

He has also signed the bill asked for 
by the fraternals, which is designed to 
remove all obstacles in the old law 
preventing them from writing legal 
reserve life insurance, and the bill to 
regulate burial associations. All asso- 
ciations are placed under the insurance 
commissioner, none may be organized 
with less than $10,000 capital, and non- 
resident corporations must pay $100 an- 
nual license fee. 


Kansas Companies Meet 


WICHITA, May 14—The Associa- 
tion of Kansas Home Owned Life In- 
surance Companies held its first annual 
regional meeting here today with a good 
representation of the officers and repre- 
sentatives from its 13 member compa- 
nies. The banquet was addressed by F. 
T. Stockton, dean of the school of busi- 
ness, Kansas University. 

H. K. Lindsley, president of the asso- 
ciation and of the Farmers & Bankers 











of Wichita, presided at all sessions. 
Among the speakers were: J. W. Green- 
leaf, president National Old Line Life 
C. A. Moore, president Liberty Life; F 
P. Metzger, president American Home; 
Commissioner Hobbs, J. A. Allen, Vic- 
tory Life. 





Dakota Companies Merge 


Consolidation of the Western Mutual 
Life and the Midwest Mutual Life, both 
of Fargo, has been approved by the 
North Dakota department. A. R. Ber- 
gesen is president; Dr. T. H. Lewis, 
vice-president and medical director; 
Otto Isaak, vice-president; Otto Haak- 
enstad, secretary, and E. Dahlin, treas- 
urer. Mr. Isaak was formerly vice- 
president of the old Western Mutual. 


Open Life Department 


The W. A. Lang agency, St. Paul, 
general agents for the St. Paul Fire & 
Marine, has taken on the agency of the 
Sun Life of Canada with C. W. Timber- 
lake in charge. Recently Joyce Insur- 
ance, Inc., took over the agency of the 
Penn Mutual in that district. 








F. L. South Agents Hear Bland 


Frank L. Bland, Pacific Coast man- 
ager for THE NATIONAL UNDERWRITER, 
addressed the F. L. South agency for the 
Sun Life in Omaha on organized selling. 
Mr. South’s force is making a record in 
the newly opened territory and has prac- 
tically completed its quota for the year. 
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Virginia Figures Are Given 





Metropolitan Leads in State for 1930 
With $16,778,000 Ordinary—Total 
Set at $305,000,000 





RICHMOND, May 14.—A total of 
$305,497,995 insurance was written by 
legal reserve life companies in Virginia 
in 1930. During the year there was a 
lapse of $250,608,131, leaving $1,328,045,- 
452 insurance in force at the end of the 
year compared with $1,273,155,588 that 
was in force at the close of 1929, ac- 
cording to figures compiled 
state bureau of insurance. The Metro- 
politan led all out-of-state companies 
with ordinary production of $16,778,926 
in 1930, the Equitable of New York be- 
ing next with $8,224,664. Other com- 
panies ranking up toward the top were: 
New York Life, $7,864,097; Prudential, 
$7,112,162; Mutual Life of York, $5,756,- 
963; Sun Life, $5,534,425, and Travel- 
ers, $5,129,367. 

The Atlantic Life led domestic com- 
panies with ordinary production of $7,- 


by . the [ 





575,906 and the Life of Virginia was 
second with $6,369,952. 





Arkansas Figures Given 
LITTLE ROCK, May 14.—The an- 


nual report of the Arkansas insurance 
department for 1930 shows a total of 
$6,500,000,000 life insurance in force in 
Arkansas. Foreign legal reserve life in- 
surance companies wrote $658,937,108 
worth of new business in 1930, collected 
$16,383,464 in premiums and paid $6,- 
459,492 in losses and death claims. Do- 
mestic legal reserve companies received 
$41,316,844 in premiums and paid out 
$173,406 on death claims. 


Commissioner Allin Enjoined 

A temporary restraining order was 
granted M. H. Dodson, Louisville agent, 
enjoining Bush W. Allin, Kentucky 
commissioner, from interfering with 
Mr. Dodson in the collection of pre- 
miums for Our Home Life of Wash- 
ington, D. C. The company has with- 
drawn from Kentucky and Dodson is 
collecting premiums on policies in force 
at the time that the company withdrew. 
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Commissioner Allin says unless the com- 
pany takes out a license, its agent 
should be punished for collecting pre- 
miums for a company not licensed in 
Kentucky. 


Greenwood Buys El Paso Building 


The seven-story Two Republics Life 
building at El Paso, Tex., has been pur- 
chased by E. P. Greenwood, president 
of the Great Southern Life, from N. L. 
Debuchananne of St. Louis. The Great 
Southern was not interested in the deal. 


Sam Houston Official 


P. Woodruff has been elected 
a vice- -president of the Sam Houston 
Life of Ranger, Tex., and will be in 
charge of the southwestern division with 
headquarters at Santa Anna. 


Libeled, Are Awarded $40,000 


Judge J. 





Two former agents of the Independent 
Life of Nashville were awarded verdicts 


totaling $40,000 against the company on 
the charge that they were libeled in a 
letter from the president of the Inde- 
pendent Life to Commissioner Caldwell 
of Tennessee. Paul Hunter, one of the 
agents, was awarded $25,000 and C. E. 
Rogers was awarded $15,000. 


Pass Bill for Mutualization 


The Texas legislature has passed and 
sent to the governor a bill providing 
that policyholders of Texas companies 
may purchase the stock of such com- 
panies and convert them into mutual 
companies controlled by policyholders. 
Such a plan of conversion must be ap- 
proved by the chairman of the insur- 
ance board and the directors and stock- 
holders, as well as the policyholders. 





Arkansas Fraternal Congress 


The annual meeting of the Arkansas 
Fraternal Congress will be held in Little 
Rock May 23. 











PACIFIC COAST AND MOUNTAIN 











Sans Ratio Can Be Reduced 


L. J. Doolin Says Companies Should 
Train and Encourage Agents to 
Conserve Business 








SAN FRANCISCO, May 14.—The 
lapse rate may be greatly reduced if 
companies will apply the same psy- 


chology to this problem that they do to 
getting new business, believes L. J. 
Doolin, Life Insurance Sales Research 
Bureau, who recently spent several days 
here in conference with company 
officials. 

According to Mr. Doolin, the “knotty” 
problem facing the companies today is 
the reduction of lapses. “Lapses are 
due to differences in men more than to 
economic conditions,” he asserts. “Many 
companies have reduced their lapses dur- 
ing the current depression. It is a 
question of proper training of salesmen. 
A company should train its agents to 
conserve business as well as get new 
business. 

“In the past it has been customary 
for companies to give all the glory to 
the agent writing the greatest amount 
of new business. This should be re- 
versed to the extent that the man with 
a good net result might be among those 
honored. Contests, prizes, and honor 
rolls should apply also to the retaining 
of old business as well as new.’ 


Adopts Own “Daylight Saving” 


When the Portland (Ore.) city coun- 
cil failed to pass an ordinance provid- 
ing for daylight saving, the Oregon Mu- 
tual Life revised its office hours so as 
to give its employes the advantage of 
the extra hours of summer-time day- 
light. 

Starting May 18 the general offices 
will open at 8 a. m. instead of 8:30 and 
close at 4 instead of 5 p. m., thus reduc- 
ing the actual daily working time by one- 
half hour and allowing the employes to 
leave the office an hour sooner. The 
Oregon Mutual is one of the business 
institutions on the Pacific coast that has 
not reduced the salaries of its staff nor 
the personnel of its clerical force the 
past vear. 


Nevada National to Start 


The Nevada National Life of Reno, 
Nev., has applied for license in its home 
state. Glen J. Hudson is general man- 
ager. Half of its $200,000 capital has 
been paid in. Its par value is $10 and 
has been sold at $20. It will -write life, 
accident and health. Mr. Hudson was 
formerly general agent for the Central 
States Life in northern California and 
later was agency manager for the West 








Coast Life. O. C. Thurber is agency 
superintendent. W. C. Pitt, the presi- 
nt, is a former state senator and 


served as president of the Nevada Fire 
for 15 years. 


Mutual Benefit Men on Coast 


A group meeting of western general 
agents of the Mutual Benefit Life is 
being held in Portland May 13-15. 
President John R. Hardin, Oliver Thur- 
man, vice-president and superintendent 
of agencies; J. S. Thompson, vice-presi- 
dent; J. S. ed general agent at 
Cincinnati, and W. Beers of the edu- 
cational division of a agency depart- 
ment are in attendance. Later in the 
month the home office executives will 
visit southern California and _ hold 
agency meetings in Los Angeles May 
26-27. 





Northwestern Mutual Meetings 


J. T. Gallagher, assistant superintend- 
ent of claims Northwestern Mutual Life, 
is accompanying two representatives of 
the agency department, C. H. Parsons, 
superintendent of agencies, and R. H. 
Clark, assistant superintendent. to the 
two Pacific Coast regional conventions 
at Seattle May 13-15 and at San Fran- 
cisco May 20-22 


W. D. Mead Goes to Europe 


W. D. Mead of*Seattle, associate gen- 
eral agent of the Pacific Mutual Life, 
and Mrs. Mead are leaving for Europe. 
They spent some time in New York 
before sailing. 





| ACCIDENT—HEALTH | 


Miller Heads Chicago Club 
Pacific Mutual General Agent Elected 


President by Accident and 
Health Managers . 























W. G. Miller of the Pacific Mutual 
Life, who has served as vice-president 
the past year, was elected president of 
the Accident & Health Managers Club 
of Chicago at its annual meeting Mon- 
day. R. W. Abbott, Maryland Cas- 
ualty, was elected vice-president and 
Ralph O. Wood, Zurich, reelected secre- 
tary-treasurer. New directors are D. W. 
McFall, Continental Casualty, and Hugh 
Purple, Travelers. Mr. Wood's report 
showed the club in good financial con- 
dition and an increase in membership 
from 46 to 53 in the past year. 

A movement was launched for presen- 
tation of the name of L. D. Edson of 
the Zurich, now vice-president of the 
National Association of Accident & 
Health Managers, for the presidency of 
that organization at its meeting in De- 
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Tom 
*Phones 
Paul 


ELLO PAUL—How’s business? 
I just want to tell you about the 
United Life and Accident Insurance five. Can you think of a contract 
Company’s NEW INCOME INDEM- _ which will do more? 
NITY POLICY. No, that’s not all. There is a death 
It’s a new contract which protects benefit of $600.00 payable at the time 
the vast amount of money which aman _ of the insured’s decease and this may 
can reasonably expect to earn by the be increased to $10,600 or $20,600 in 
time he reaches age sixty-five. If a case of certain specified accidental 
man lives to age sixty-five he earns deaths. _ 
many thousands of dollars; if he dies Expensive? Not at all! Only 
before, his family not only loses him, $210.00 a year is necessary to guar- 
but the thousands of dollars as well. antee a man’s wife $100 a month from 
This policy prevents this tremend- the time of the insured’s death until 
ous financial loss. When the insured the time that he would have been 
dies or is permanently disabled, my sixty-five. ; 
company pays a livable monthly in- You say you've been looking for a 
come to the insured’s family until the good seller. Why don’t you com- 
time that he would have been sixty- municate with 


EUGENE E. REED, Vice President 


UNITED LIFE and ACCIDENT 
INSURANCE COMPANY 


UNITED LIFE BUILDING CONCORD, NEW HAMPSHIRE 
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And NOW 

Available for Children 
The Guaranteed Endowment 
is now being issued on the lives of 
one to nine, as well as 


Annuity 


children ages 
at the older ages. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
HARTFORD 


85 Years of Public Service 1931 


1846 








OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 

















troit, June 1-3. At the request of the 


GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 
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INDIANA. 


2 
g 
THE LINCOLN NATIONAL LIFE 
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FORT WAYNE, 
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THE FORMULA OF SUCCESS 


L == INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about.life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work systematically and plainly state 
the facts of life insurance service will be Masters of their craft and successfui. 

Tue Mutvat Lire or New York, with its long history of increasing success, offers 
opportunity. It writes Annuities and all Standard forms of life insurance. Disability 
and Double Indemnity Benefits. It has many practices to broaden and expedite service 
for Field Representatives and for Policyholders. 

Those contemplating engaging in life insurance field work as a career of broad 
service and personal achievement are invited to apply to 


The Mutual Life Insurance Company 


of New York 
New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President and 
Manager of Agencies 


34 Nassau Street 


DAVID F. HOUSTON 
President 





























ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE‘“THE TOOLS 


P. and Noa-P Policies—Men and W: Equal T Total 

artictpating jon-Participa: — omen on arma 

Circularization Alde—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Chubs 


i! You Are 


for a General There ts Desirable T 
10W. EBRASKA—M A—AND SOUTH DAKOTA 


THE OLD LINE : 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


G. Sigmund—Vice-Pres. & Agency Director 
COL. C. B. ROBBINS, Cc. B. SVOBODA, Secy. 








CEDAR RAPIDS, IOWA 
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UN NDE RW RITER 


new aeatiee Mr. Edson reviewed 
briefly the present status of the na- 
tional association, the plans for the De- 
troit meeting and the importance of hav- 
ing the Chicago club well represented at 
that meeting. 


R. R. Harrold Resigns 


R. R. Harrold, who has traveled in 
all sections of the country for the past 
18 years as general claim representative 
of the Pacific Mutual Life, for many 
years with headquarters in Chicago and 
more recently at the home office, has 
resigned to open an independent office 
for claim and investigation work at 6231 
West Fifth street, Los Angeles. Mr. 
Harrold is a former president of : the 
International Claim Association and is 
one of the best known accident and 
health claim men in the country. 





Death Not Accidental 
BUFFALO, May 14—Death of a 


policyholder shot by a policeman im- 
mediately after the policyholder had 
shot and killed a woman does not come 
within the double indemnity clause of 
a life policy paying double indemnity 
for death by “accidental means.” This 
is the ruling of the trial court of Ni- 
agara county in the case of Fabian, Ad- 
ministratrix, vs. Prudential, which holds 
the death was not accidental. 
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Use Latent Power, Jones Says 





— 











| ACTUARIES 











CALIFORNIA 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








ILLINOIS 








DONALD F. CAMPBELL | 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














iJ. Charles Seitz, F.A.1. A. 
CONSULTING ACTUARY 
Author “A System and Accounting for a Life 
insurance Company." 
Attention to 
Legal Reserve, Fraternal and Assessment Business— 


Pensions 
North La Salle Street 


228 
Phone Franklin 6559 Chicage 





Equitable Life Official Tells 
Association Producers Limited by 
Their Own Horizons 





Some 500 persons participated in the 
welcome home luncheon given F. L. 
Jones, vice-president Equitable Life of 


New York, by the Indianapolis Associa- 
tion of Life Underwriters last week. 
Mr. Jones delivered an inspiring address 
on “Use That Power,” developing the 
thought that very few individuals use 
more than a small fraction of the ability 
or talent they may possess. 

“I don’t come,” he said, “to give you 
a short-cut method by which you can 
go out and get applications. One of the 
observations we all make, in nature gen- 
erally,and especially in man, is that 
there is lack of use of power that is all 
about us. And, as life underwriters, if 
there ever was a time when we should 
know and use our latent power, it is 
now as our business is beginning to 
suffer along with every other business.” 


Goal of Million 


A lot of agents are now doing more 
than they have ever done before and he 
told of a friend in New York who has 
set his goal for a million of personal 
production in May, besides handling the 
details of his general agency. He gave, 
as an example of the greater use of 
latent power, the advance that has been 
made in utilizing coal more efficiently. 
In 1902 it took 6.7 pounds of coal to 
produce one kilowatt hour of electric 
energy. By 1928 improvements had been 
made so that it took only 1.76 pounds 
of coal to produce one kilowatt and there 
is a concern in Cincinnati, Ohio, which 
is now getting a kilowatt from .86 of a 
pound of coal. 

“The sun is estimated to pour power 
upon the earth at a rate of energy which 
is equivalent during the growing season 
in Indiana to 1,600 tons of coal per 
acre, Raising wheat, a farmer who now 
gets $25 an acre for his crop is con- 
sidered as doing well and, under the 
most intensive cultivation of high price 
products, from $100 to $1,000 is the best 
a man can get back of the estimated 
$7,000 in value represented by the coal 
measure of the sun’s energy per acre. 
Every stream wastes millions of kilo- 
watts of power as it flows to the sea. 
We, too, as human beings possess great 
powers that we do not use. In the use 

(CONTINUED ON LAST PAGE) 
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Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 























MISSOURI 


ALEXANDER C. GOOD 
Consulting Actuary 


807 Paul Brown Building, St. Louis 
and 
800 Securities Building, Kansas City 




















NEW YORK 








MILES M. DAWSON & SON 


CONSULTING ACTUARIES 


500 Fifth Avenue New York City 














Woodward, Fondiller & Ryan 


Consultants 
Actuarial, Accounting and 
Management Problems 


90 John Street New York 














LIFE INSURANCE AS A PROPERTY 
INVESTMENT 


“Tt will revolutionize Life Insurance selling” 
says one mpany President. Exclusively 
and completely developed only in the New 
Training Course, “The Essentials of Life 
‘tng ZS by Abner . Jr. Pub 
East Fourth —~ ™ 


Street, rect. Cincinnati, Ohio. 
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° 2 the average man, and the public should 
Debunk Idea of Big Paper Profits ~ told about it in an intelligent and ag- Two Cases Written in 
e ess Ve . 
OfT1 Stock Market and Show Life iy ‘the msente. to American —_ Chicago for $3,000,000 
ness today is the business —_ who 
lacks tt e red blood of courage,” s the 
Insurance Best Bet—Engelsman | issn ot Ro 3. tint mseceng | After a depression period of many 
director National association. : months, life insurance became intensely 


WASHINGTON, D. C., May 14.—A 
notable feature of the sales congress 
here of the District of Columbia and 
Baltimore Associations of Life Under- 
writers was a graphic presentation of 
the sale of a large policy to a client who 
had not realized the potentialities of a 
large endowment policy. R. G. En- 
gelsman, general agent Penn Mutual 
Life, New York City, was the “sales- 
man,” and V. B. Coffin, educational di- 
rector Penn Mutual, the “client.” Mr. 
Engelsman said, in part: 


Learn to Talk Big Figures 


“The only 





is very much greater than ours. They 
talk of premiums much higher than life 
insurance salesmen usually discuss. The 
public isn’t used to talking about life 
insurance in large amounts. We should 
learn to talk lite insurance in real fig- 
ures. Let's be courageous enough to 
get our clients to face the facts as they 
really are—not fantastic possibilities of 
great reward on paper from stock mar- 
ket investments, not what you can do if 
you take your money and compound it, 


and take the stock dividends or inter- 
est and work it all over a period of 
| years. 


reason a proposed $2,500 | 


a year premium is shocking to the av- | 


erage 
not used to talking about large premi- 


ums to the present policyholder or 
prospective holder. And yet a bond 
salesman would walk into this same 


man’s office and think nothing of talk- 
ing about an investment of $10,000 or 
$15,000. Salesmen don’t talk about the 
sale of stock in lots of less than 
100 shares. 


will talk in small figures. Their vision 


50 or | 
No bond or stock salesman | 


prospective client is that we are | 


Few Men Good Investors 


“I believe that for Mr. Average Suc- 
cessful Man, the man earning from $5,- 
000 to $25,000 a year, life insurance fills 
the bill 100 percent on every count. I 
believe we should debunk the theory as 
to what a man can do with business in- 
vestments on paper. Very few men can 
average 6 percent on their money, if 
they take their failures into proper con- 
sideration. Life insurance, I believe, 
stands No. 1 as the right investment for 





holders. 


Benefit.” 


* 


An Outstanding Tribute 


53% of all business sold by the company 
last year was placed on the lives of policy- 


This tribute paid to a mutual company 
by its members is the culmination of eighty- 
six years of faithful performance of the 
duties of a life insurance company. It indi- 
cates that our policyholders are becoming 
more conscious that the true function of life 
insurance is embodied in the words “Mutual 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 





--modern life insurance since 1845.. 
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Courageous Optimism Needed 


‘I plead for a courageous optimism,” 
continued Mr. Hull, “not a silly and 
idle optimism whistling to keep our 
courage up. All is not right with the 
business world; there is much that is 
wrong with it. We do not deny or be- 
little the depression of the present time. 
But we do say that a courageous opti- 
mism based on facts and faith will work 
wonders. 

rhe congress was opened by H. D. 
Kraft, general chairman. Following an 
address of welcome by Chairman John 
H. Snyder and greetings by H. L. Davis, 
recently appointed superintendent of in- 
surance for the District of Columbia, 
addresses were given by A. R. Jaqua, 
associate editor Diamond Life Bulletins; 
Jerome Clark, superintendent of agen- 
cies Union Central Life; V. W. Kenney, 
general agent of the Connecticut Mutual 


Life, Boston, and Joshua Evans, jr., 
president District National Bank of 
Washington. 

G. A. Myer, president of the Balti- 





active in Chicago this month with the 
reported sale of two very large con- 
tracts. One is said to be on the life of 
Marshall Field, III, and is for $2,000,- 
000, raising his total insurance, it is said, 
to $5,500,000. Thus he becomes one of 


the most heavily insured men in the 
world, 
The other contract, said to be for 


$1,000,000, is on the life of Charles F. 
Glore, an associate of Mr. Field in the 
investment firm of Field, Glore & Co. 

Both policies are for business pur- 


poses and the entire amount will be 
placed on the term basis, it is learned, 
if that much can be obtained. The in- 


surance is being handled by the Chicago 
office of Marsh & McLennan. 





more association, was chairman of the 


afternoon session. 


The home office of the Sunset Mutual 
Life has been removed from 5501 Wil- 
shire boulevard, Los Angeles, to the 
Pershing Square building in the same 


city 











oe a 4, 
<>, 7 ES 





tional service 





The Provident Disability clauses 
are tools which enable Provident 
Representatives to render addi- 
to their clients 
and to earn additional profits. 


Provident “Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 


Provident Tools 
(No. 5) 


DISABILITY 
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Denver, Colorado, Needs A General Agent 


A STRONG, legal reserve life insurance company with 
insurance in force of more than 34 of a billion, seeks 
an able, aggressive, experienced man as a General 
Agent in Denver, Colorado. Best of co-operation 
will be given the man whose past records prove he 
is capable of building and managing a Class A 
agency. This is a real business berth for the man who 
can qualify. Write T-49 The National Underwriter. 








“NONE BETTER” 


better 


adapted—Industrial or Ordinary— 
to the public need than those 


There are no_ policies 


issued by 











The COLONIAL LIFE INSURANCE CO. 
of AMERICA 


Home Office: Jersey City, New Jersey 





Opportunities for 


Quality Men 
NEW JERSEY PENNSYLVANIA 
NEW YORK CONNECTICUT 




















No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


W. W. Lane, F. L. Alexander 
Secretary President 
W. R. Smith, Field Vice-President 


LAFAYETTE, INDIANA 











$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


If you reside in Ohio, Illinois, Indiana, 
nee Louisiana, Pennsylvania, Tennes- 
see, ps a Virginia or the District of 


Write for Sample and Particulars 
This is one of mony aes contracts 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 





WANTED 


e 
A competent man to handle Life and 
Health and Accident claims from 
Home Office or in the field. 
Address 
T-47 


The National Underwriter 











ATTENTION 
Leads Furnished 


To Competent 
Insurance Agents 
in Chicago 


Give full details in reply; your 
confidence will be respected. 
Address T-50, care The National 
Underwriter. 











A-1946 Insurance Exchange, Chicago. 


ORDER 1932 CALENDARS NOW! 

Special 12-sheet rotogravure calendar with a timely insurance picture for every 
month. Heavy board backs. Get the exclusive franchise for yeur town. 
Send 10c for sample of Fire or Life Calendar to: The National Underwriter, 
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of this power we are restrained only by 
the horizons we fix for ourselves. The 
greatest satisfaction in life comes from 
the use of this power.” 

He quoted authorities to sustain the 
claim that we are possessed of great 
unused power. He also recommended 
reading a recently published book on 
“Adult Education,” by Thorndyke, 
which proves that it is possible for 
adults to learn as readily as youth and 
he said that, in his own experience, he 
had never had any trouble in teaching 
men all that they needed to know about 
selling life insurance. 

He gave quite a number of instances 
that proved the existence of unexpected 
power on the part of individuals under 
the stress of necessity or great desire. 
“Edison,” he said, “attributes his 
achievements, not to any special talent, 
but to the fact that he still works three 
or four times as many hours as the aver- 
age young man. We judge things, such 
as what is hot and cold, fast and slow, 
success and failure, by standards we 
ourselves set. If, instead of the state- 
ment long ago that the span of a man’s 
life is three score years and ten it had 
been put at four score and ten, it would 
have meant greater longevity. Being 
average is nothing to brag about. The 
greatest thrill comes from the satisfac- 
tion of achievement. The public, too, 
judges us by our actions, which speaks 
louder than words.” 

Judge Byron K. Elliott, manager and 
general counsel of the American Life 
Convention, brought greetings to Mr. 
Jones from his organization. Judge 
Elliott is a former Indianapolis resident 
and friend of Mr. Jones. President 
Herbert A. Luckey presided. 

Mr. Luckey announced that a mem- 
bership of 750 is the goal the Indian- 
apolis association is striving to reach by 
the time of its final meeting in June, 
which will be in the nature of a “super- 
circus.” 

Mr. Jones departed for Bloomington, 
Ind., to make the annual founders’ day 
address at the University of Indiana. 


*x* * * 


Connell Nominated in N. Y. 


Holcombe Says New Feature Needed 
Like Change in Disability Rates 
of Last Year 








NEW YORK, May 14.—The Life 
Underwriters Association of the city of 
New York held its final dinner meeting 
of the season Tuesday. The speakers 
were Merle Thorpe, editor of “Nation’s 
Business,” and J. M. Holcombe, man- 
ager of the Life Insurance Sales Re- 
search Bureau. 

C. D. Connell, Wells & Connell, 
Provident Mutual, was nominated for 
president. His nomination, as_ with 
others on the slate, is tantamount to 
election. Other nominees, who will be 
voted on at the annual meeting in June 
are: First vice-president W. E. Barton, 
C. B. Knight Agency Union Central; 
second vice president M. L. Lane, Lane 
Agency, Home Life of New York; third 
vice-president F. J. Mulligan, J. C: Mc- 
Namara agency Guardian Life; secre- 
arcs J. P. Graham, Jr., Aetna 

ife. 


Executive Committee 


Nominees for the executive commit- 
tee are: Managers, T. M. Riehle, Equit- 
able, N. Y.; Harry Gardiner, John Han- 
cock Mutual; E. G. McWilliam, Penn 
Mutual: W. A. Sullivan, Metropolitan; 
L. A. Cerf, Jr., Fidelity Mutual; C. E 
DeLong, Mutual Benefit; W. E. Diefen- 
dorf, Mutual Life; J. M. Fraser, Con- 
necticut Mutual; J. A. McNulty, Pru- 
dential; Field Men: E. J. a Travel- 
ers; Glenn Dorr, Equitable, N. Y.; R. 
H. Mackey, New York kife; Arthur 
Miller, Provident Mutual; N.M. Way, 


Canada Life; L. M. Baker, Connecticut 
Mutual; H. Regenstein, Massachusetts 
Mutual; W. M. McDaniels, Natioiial, 
Vermont; Walter Schnect, Phoenix Mu- 
tual; Wheeler King, New England Mu- 
tual. 

Mr. Thorpe deplored the present ten- 
dency to run to the government for aid 
rather than relying on individual effort 
and initiative. He cited items to show 
the costliness of having government en- 
gage in business. He mentioned com- 
pulsory automobile insurance as an ex- 
ample and predicted that there will be 
considerable agitation for state unem- 
ployment insurance in the fall. 


Need New Feature 


The need for something like the 
change in disability clauses and rates 
which boosted sales last year was 
pointed out by Mr. Holcombe as the 


need for the present period of lessened 
production, which he ascribed in large 
part to an even more pronounced slack- 
ening of sales efforts. 

“For every man in New York who is 
flat there is another who thinks more 
of life insurance than he did a year ago,” 
Mr. Holcombe declared. “People are 
living normal lives with normal needs. 
Life insurance cannot be eliminated 
from the life of the American citizen.” 

President L. G. Simon, toastmaster, 
expressed his gratification for the sup- 
port he had received as head of the 
association during the last year and be- 
spoke the same backing for Mr. Con- 
nell. 

Mr. Simon presented gavels to the 
four living ex-presidents of the associa- 
tion who were absent at the time of the 
general presentation ceremony last win- 
ter. Those receiving gavels Tuesday 
are W. F. Atkinson, O. S. Rogers, P. 
M. Fraser and G. A. Kederich. 


* * * 


Wardwell Is Head at Peoria 





Elected President of Local Association 
at Annual Meeting—Kepler 
Speaker of Day 





The annual meeting of the Life 
Underwriters Association of Peoria, 
Ill., was attended by more than 100 per- 
sons. fficers unanimously elected 
were: President, C. T. Wardwell, Equit- 
able of New York; first vice-president, 
J. B. Scott; second vice-president, W. 
M. Lateer, John Hancock; secretary- 
treasurer, Charles E. Thompson, Trav- 
elers; national executive committeeman, 
Lester O. Schriver, Aetna Life, and past 
president, J. Hawley Wilson, Massachu- 
setts Mutual. Executive board consists 
of Dan S. Anderson. H. E. Stockhausen, 
Ed. Shoemaker, Walter C. Faner, R. L 
Latta and Mr. Schriver. 

Mr. Wardwell on taking the chair 
pointed out that the membership of the 
Peoria association ranked 18th as of June 
30, 1930, and now stands at 214. J. M. 
Kepler was the speaker, dealing with 
problems of the day and programming 
of life insurance. He stressed the value 
of sentimentalism. 

- 2 @ 

Mississippi—Officers of the Mississippi 
association were reelected at a meeting 
in Jackson as follows: PB. H. Hix, Mu- 
tual Benefit Life, president; Vernon Hol- 


leman, Home Life of New York; first 
vice-president; Emil Golden, New York 
Life, second vice-president; Harry 


O’Steen, Lamar Life, secretary-treasurer; 
S. R. Whitten, Jr.. Home Life of New 
York, national executive committeeman. 

Four lectures on “The Psychology of 
Salesmanship” have been before the Mis- 
sissippi association by Dr. Julian Pen- 
nington, psychologist, Birmingham, Ala. 

*x* * * 

Dubuque, Ia.—A committee has been 
named to organize the Dubuque Life Un- 
derwriters Association: Walter Daykin, 
Anthony Eberle and Walter Gifford. It 
is planned to launch the association for- 
mally June 6. 
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the most interesting 
Life Insurance policy 
ever offered ¢ ° ” 


THE EQUITABLE’S NEW 


Designed to meet an Increased 
Need for Life Insurance at a time 
of Temporarily Restricted Buying 
Power. 

A Low Initial Premium Policy 
With Convenient Adjustment Op- 
tions After 5 or 10 Years to Fit Your 
Economic Progress. 

Developed After Months of Scien- 
tific Study to meet Current Business 
Conditions. 

All Standard Features Included. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE 


UNITED STATES 


THOMAS I. PARKINSON, PRESIDENT 





